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U. & O. Ruling by 
Solicitor of U. S. 
Revenue Bureau 





Expression, “Actual Fixed 
Charges,” Makes Business In- 
terruption Contract a 


Valued Policy 





ADJUSTERS HAVE POWER 





Settlement Between Insured and 
Claim Men Binding Though 
Not Written 





That the job of Nelson T. Hartson, 
Solicitor of Internal Revenue, is not easy 
is again proven by the fact that he has 
just made a ruling about use and occu- 
pancy insurance. The point of issue 
was whether a manufacturing company 
making an income tax report should 
accrue an award to it under a U & O 
policy. What will interest insurance 
people most in the decision is the So- 
licitor’s statement that the U & O policy 
is a valued policy and also his com- 
ments that adjusters have sweeping 
powers to bind companies. 


The Fire and Adjustment 


On June 21, 1918, a fire occurred in 
the plant. Several departments of the 
plant were partially destroyed, opera- 
tions in them being suspended.  Res- 
toration of the damaged departments 
started immediately after the fire. By 
October 31, 1918, the greater portion of 
the damage had been repaired, although 
the plant was not fully operated until 
February, 1919. An agreement with ad- 
justers as to the amount to be paid was 
made before October 29, 1918. On Oc- 
tober 30, 1918, the taxpayer signed the 
proof of loss. On November 1, 1918, the 
adjusters approved and signed the proof 
of loss. The award covered U & O loss 
on five departments of the factory and 
a trestle, the award, of course, being on 
a per diem basis. Of the money paid 
by the insurance companies some was 
applicable to the period from June 21 to 
October 31, 1918, the balance applicable 
from the period between November 1, 
1918, and December 4, 1918, and that con- 
cerned only one portion of the plant, 
namely, the trestle. 

The taxpayer’s fiscal year ended Oc- 
tober 31, 1918. The taxpayer kept its 
books on an accrued basis. It did not 
accrue on its books before October 31, 
1918, any portion of the award made 
under the use and occupancy policy. 


Position of the Revenue Bureau 


Solicitor Nelson T. Hartson, of Inter- 
nal Revenue, ruled, in part, as follows: 

“It is the opinion of this office that 
such portion of the use and occupancy 
Insurance as was attributable to days 
falling within the fiscal year ending Oc- 
tober 31, 1918, should have been accrued 
on the books of the corporation during 
such fiscal year. 

“The taxpayer, however, should 9¢ per- 
mitted to revise its inventory of Oc- 
tober 31, 1918, by eliminating such por- 

(Continued on page 25) 
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At our Eastern Regional Convention in September there were twenty- 
four Field speakers, and only five Home Office. They touched almost 
every phase of salesmanship,—prospect-gathering, income plans, mail plans, 
approach, closing, inheritance tax coverage, etc. 
their standard sales talks. 


PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test of time! 


142 years of 
World-wide 


successful 
interests. 


business 


operation. 
Absolute _ security. 


Excellent Service and Facilities. 


PHOENIX 


indemnity Company 


75 Maiden Lane, New York 





SERVICE and BROKERAGE 


DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 


FIRE—AUTOMOBILE—MARINE 


INSURANCE COMPANY OF 


NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 


Insurance Company 
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Penn Mutual Conventions 


sive survey of salesmanship. 


This form of Convention is but one evidence of the modern method 


Star salesmen gave 
In brief, there was a comprehensive and inten- 


of instructional co-operation between our Home Office and Field. 


We have places for men and women who believe that constant life insur 
ance education is as necessary as constant industry. 


The Penn Mutual Life Insurance Company 


Philadelphia, Pa. 
Organised 1847 














No Duplication in 
Investigation of 
Lapse Experience 


Sales ined Daren to Avoid 
Doubling Up in Effort; 
Postpones Study 





A. L. C. 15 YEARS’ SURVEY 





L. Seton Lindsay on Weak Com- 
panies; M. A. Linton’s Important 
Paper on Agency Earnings 


One of the interesting developments in 
the recent life insurance conventions and 
committee meetings in Chicago last week 
was the evident desire in many quarters 
of the business for more definite in- 
formation about lapsation of policies so 
that companies can put a definite finger 
on this trend of the business, analyze 
the situation and eventually figure out 
means of stopping the evil. The ques- 
tion was discussed on the floor at the 
Life Insurance Sales Research Bureau 
meeting and also taken up by the execu- 
tive committee of the American Life 
Convention, meeting in the same hotel. 

The executive committee of the A. L. 
C. voted in favor of a project to make 
a thorough investigation of lapse experi- 
ence and data extending over a period 
of fifteen years. The Sales Research 
Bureau discussed the question, and one 
of its representatives told about tenta- 
tive plans which would furnish the com- 
panies with lapse percentage data quar- 
terly. ; ; 

There will be no conflict, or doubling 
up of information, however, as the Life 
Insurance Sales Research Bureau’s posi- 
tion would be against duplicating any ef- 
fort, especially of one of the big parent 
company organizations. Anything which 
it does will be along lines of furnishing 
companies with information which un- 
doubtedly would not be available through 
some other source 

John M. Holcombe, Jr., manager of 
the Life Insurance Sales Research Bu- 
reau, told Tur Eastern UNDERWRITER 
this week that the Bureau’s investigation 
into the subject of lapses had been de- 
ferred; that its executive committee will 
appoint a sub-committee to consider the 
advisability of whether it should proceed 
with the securing of data on the subject 
to be furnished members; and also to 
arrive at an understanding of the correct 
terminology of lapsation. Some com- 
pany executives say “lapses;” others 
“terminations.” 

* * * 


Lindsay’s Tip to Weak Companies 


L. Seton Lindsay, as chairman of the 
Association of Life Agency Officers, 
made the members of that convention 
last week sit up and take notice by some 
concluding remarks in an address when 
he said that he would not be so optimistic 

(Continued on page 8) 
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Canada Underwriters 
to Confer Degrees 


TO PASS EDUCATIONAL TEST 


Those Getting ies Must Be Mem- 
bers of Association; How Require- 
ments May Be Met 





3y action of the Dominion Parliament, 
there —has been given the Life Under- 
writers’ Association of Canada the 
authority to confer the degree of Char- 
tered Life Underwriter of Canada, and 
the association has prepared a plan for 
carrying this out. It was decided to 
appoint a certain number first whose 
qualifications were beyond question, and 
these then appointed an additional num- 
ber so that at the start there is one 
hundred Chartered Underwriters. 

In addition to the education test, can- 
didates for the degree must have been 
in the business at least three years and 
have also been a member of the asso- 
ciation during that time. 

It is not the intention to either make 
the educational test so difficult that only 
a very small number may complete it, 
nor to make it so easy as to be valueless. 
It will be possible for every intelligent 
salesman who is ambitious and will spend 
a few hours of his spare time in study 
io pass the test. There is no attempt to 
make the insurance business a close cor- 
poration. The future value of the de- 
gree lies not so much in possession, but 
rather in the possibility of irrevocable 
loss should a man transgress the simple 
ethical standards laid down in our creed. 

The examination itself will be based 
on a course of study laid down in a 
syllabus which will shortly be forwarded 
to every member of the association. 
Briefly, the course will consist of three 
divisions—Insurance Law and_ Ethics, 
Fundamentals, Salesmanship. 

Insurance Law and Ethics will cover 
such subjects as— 

(a) The contract of insurance—Insur- 
able Interests—Policies on the lives of 
Minors. 3eneficiaries—Proof of claim. 
Text—The Insurance Act of your Prov- 
ince. 

(b) Sections of the Dominion Act 
1917 dealing with the safety of life in- 
surance companies—Investment of com- 
panies’ funds. 

(c) The Dominion and Provincial 
regulations governing the issuance of 
licenses and the conduct of agents. 

(d) The Association’s creed of ethics. 

Fundamentals will cover such subjects 
as— 
(a) Mortality tables, reserves, sur- 
plus, policy loans, premium rates, annual 
statements. ; 

(b) The various plans of insurance 
and their adaptation. 

(c) Industrial insurance. 
and its value. 

(d) Group Insurance. The system 
and its functions. 

(ec) Business Insurance. 
tions and its problems. 

1. One-man business. 
2. Partnership Insurance. 
3. Corporation Insurance. 

({) Succession Duty Insurance. 

A knowledge of Business Insurance 
will not be required of everyone. There 
are many to whom this knowledge of 
Partnership Insurance, Corporation In- 
surance and Succession Duty Insurance 
would be valueless. It is proposed, there- 
fore, to arrange a series of optional 
questions on (c), 

(e) 1, 2 and 3, and (f). 

The suggested texts on this division 
are S. S. Heubners, Life Insurance and 
the Research and Review Course. 

Salesmanship will cover such subjects 
as— 

(a) Basic Principles underlying sales- 
manship. 

(b) Securing Prospects. 

(c) Preparation of Approach. 

(d) Anticipating and Meeting Ob- 
jections. 

(e) Program Insurance—How to pre- 
pare for and present. 


(Continued on page 8) 


The system 


Its applica- 











The Agent 


The good agent will econo- 
mize in his talk and make his 
emarks brief, and to the point. 
And it is well to remember, as 
the minister said, that there is 
always the right moment to take 


He should 


avoid all useless arguments, and 


up the collection. 


the discussion of religion or 


politics. 


e should know that on rainy 
days people are more likely to 
be at home. On sunny days 
everybody is more cheerful. 
And as for windy days, well, 
it’s an ill wind ,that doesn’t 


blow business some one’s way. 


The Prudential 


Epwarp D. DurrieLp, President 


Home Office: Newark, New Jersey 


Insurance Company of America 








Reynolds Pomeroy 
With National of Vt. 


GETS PHILADELPHIA OFFICE 





New General Agent Will Have Terri- 
tory as Far West as Harrisburg; 
Larger Quarters 





Reynolds Pomeroy, a popular young 
life insurance man who has been man- 
ager of one of the Equitable Life As- 
surance Society offices here, has been 
appointed general agent of the National 
Life of Vermont in Philadelphia, the 
appointment taking effect November 10. 
The former offices of the National Life 
were in the Drexel Building. 

Mr. Pomeroy has taken offices in the 
new Packard Building, Fifteenth and 
Chestnut Streets, where the National of 
Vermont will have about three times 
the floor space the Drexel Building 
offices had. 

Mr. Pomeroy’s territory will run be- 
yond Harrisburg and includes a popu- 
lation of about 5,000,000 people and 
forty-five towns of 10,000 population or 
over. 

The appointment is regarded as a good 
one as Mr. Pomeroy is young, progres- 
sive, experienced, and has a good per- 
sonality. 





METROPOLITAN LIFE CHANGES 





F. L. Moran Made Superintendent of 
Agencies for Canada; D. R. Metzger 
Takes Southwestern Territory 


Frederick L. Moran, superintendent 
of agencies of the Southwestern Terri- 
tory for the Metropolitan Life, has been 
made superintendent of agencies of the 
Canadian Territory, effective December 
1, 1924, in place of Messrs. Woodcock 
and Doyon, who have resigned. Mr. 
Woodcock is in ill health and has re- 
tired from active service. 

In place of Mr. Moran, Daniel Ross 
Metzger. manager of the Potomac Dis- 
trict in Washington, is appointed super- 
intendent of agencies of the Southwest- 
ern Territory, to take effect December 1. 
Mr. Metzger has been in the service 
nearly twenty-seven years, having be- 
gun service as agent in the Cumberland 
District, and he has been manager of 
the districts of Montgomery, Ala., and 
Pontchartrain, New Orleans, prior to 
his appointment as manager of the Po- 
tomac District. He has made a notable 
record and the executives have the ut- 
most confidence that he will make an 
efficient record in his new position and 
will commend himself to the managers 
under his charge. 





PASSES TWO BILLION MARK 





John Hancock Mutual Life’s Insurance 
in Force Doubles in Six and 
a Half Years 


The John Hancock Mutual Life has 
passed the two billion mark in paid-for 
life insurance in force. Of this. one bil- 
lion one hundred million is in the ordi- 
nary branch, and nine hundred million in 
the weeklv premium branch. 

In April, 1918, the company showed 
something over one billion in force, 
hence the outstanding insurance has 
practically doubled in six and one-half 
years. 

In making this announcement to the 
field force, President Crocker says: 

“We give this interesting fact to you 
as a matter of record, although it is 
clearly unimportant as compared with 
the financial standing of the institution, 
and the service which we render. 

“As we turn the two billion dollar 
mark, we must be conscious that the 
strength of the company, the quality of 
its new contracts, the material lowering 
of costs to policyholders now and here- 
after in prospect, to say nothing of the 
retroactive conditions made applicable to 
old policvholders, make the present sit- 
uation the most favorable point in our 
history of service to the public,” 
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The Life Underwriter’s Profession 
Eleventh Paper 


AN OLD CAMPAIGN 


For sixty-five years the Equitable Life Insurance Society of the United 
States has trained its agents to serve the public with intelligent efficiency; and 
for a quarter of a century it has been actively engaged in an important campaign 
the object of which has been to establish the principle that those who represent our 
life insurance companies in the field must become professional life underwriters. 


There was a time when some field men said, ‘‘Many a good salesman has 
been spoiled by too much education.’’ Although this was a fallacy, 1t had in it 
an element of truth; for the agent who misinterpreted the object of this training 
was in danger of boring his chents with technical information. But the agent’s 
expert knowledge is not to be passed on to his clients. Its purpose is to fit him 
for his work; to save his clients the labor of delving into actuarial abstractions; 
to enable him to think and act for them. His position is precisely like that of 


the lawyer or physician, who gain professional knowledge to save their clients 
that trouble. 


In this campaign the Equitable has won a signal victory; for today every 
reputable company agrees that the agent must be given an insurance education. 


A NEW CAMPAIGN 


The Equitable is now active in the prosecution of another important 
campaign, in which it has the cooperation of the other representative companies. 
This campaign is in behalf of insurance payable in the form of an income in cases 
where the object is to protect the family. 





The Equitable now issues a Life Income policy, under which the beneficiary 
is guaranteed a monthly income for life. It issues a Guaranteed Investment 
Policy, which is an Ordinary Life contract coupled with a small Survivorship 
Annuity. This contract provides that the proceeds of the policy shall remain on 
deposit with the Society during the lifetime of the beneficiary, and the beneficiary 
will receive an income of 5% plus an excess interest dividend, making a total 


income, on the basis of present experience, of more than 6%. 


_ . The agents of the Equitable are trained to advise policyholders to restrict 
their beneficiaries to one of the Income Options embodied in the contract. 


The Equitable also issues a variety of attractive policies payable in a fixed 
number of instalments; together with a variety of contracts under which part 


of the proceeds of the policy is paid in cash and the balance in instalments 
covering a period of months or years. 


The Equitable has positions throughout the United States for competent 
men to place insurance of this kimd—men who have had some business success, 
but who have nothing to unlearn about life insurance. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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How Metropolitan 
Invests Its Assets 


RAILROAD BONDS 22% OF ALL 





One of the First to Favor Public Utili- 
ties; Leader in Mortgage Loans; 
Housing Activities 





An analysis of the investments of the 
Metropolitan Life has been made by 
Henry W. George, treasurer of the com- 
pany, in a booklet, “What $1,500,000,000 
Means,” in which he tells of the distrbu- 
tion of this great sum. The pamphlet is 
for popular distribution, but it contains 
some interesting material concerning 
the Metropolitan investments. 

The Metropolitan has been an _ in- 
vestor in the securities of power and 
light companies, in particular, for a 
number oi years, probably to a greater 
extent than any other life insurance com- 
pany, and with a very satisfactory ex- 
perience, convinced that under fair 
regulation on the one hand and con- 
servative management on the other, the 
securities of these companies furnish an 
advantageous outlet for the investment 
of life insurance funds. The power and 
light industry is one of the greatest in 
the country, the amount invested in the 
various properties being estimated at 
over $6,600,000,000, and the investment 
is constantly increasing as the uses of 
electricity are being multiplied. The 
company’s investment in this class of 
security is spread over 33 states and 
Canada, and includes 140 properties. 

Of the purely traction properties, 
doing no power nor lighting business, 
but included in the classification of trac- 
tion, light and power securities, the 
company holds the obligation of the 
street railways doing business in the 
larger cities, such as New York, Brook- 
lyn, St. Louis, Detroit, Chicago, Mont- 
real, Buffalo and Philadelphia. Trac- 
tions have been in disfavor among in- 
vestors for some time owing to the tre- 
mendous increase in the cost of mate- 
rials and labor entering into the expense 
of operation, and the unwillingness of 
some public officials to recognize this 
factor, but in general the public and 
the governing bodies have come to see 
that the companies are entitled to a 
square deal, and the attitude of the 
courts and commissions has been, of 
late, that they must have a fair return 
on the capital invested, so that at the 
present time, the outlook for the secur- 
ities of traction companies is on the 
whole, decidedly brighter. 

The company’s investment in cor- 
porate bonds is limited under the New 
York insurance law to the obligations 
of solvent institutions, secured by ade- 
quate collateral security, and it may not 
invest even in such obligations if more 
than one-third of the collateral security 
consists of shares of stock. 

The $645,590,000, in round numbers, 
invested in bonds is classified as follows, 
972 different issues being represented: 
Steam Railroads 


Cenc eee wees “oer 
Government and Municipals. 199,523,000 
Traction, Light and Power 
Companies Peihitaveeeetans 69,684,000 
Telephone and Telegraph 
CUIPONIES: oo ds dccicnicsccese 17,711,000 
Real Estate Corporations.... 15,866,000 
Miscellaneous Industrial Cor- 
POTAHIONS: .osiscvsccssvanss 9,690,000 
$645,54 590,000 
Heavy Investor in Government Bonds 
The investment ranking next in the 
order of volume is government and 
municipal bonds, $199,523,000, which 


represents 30.9 per cent. of bond invest- 
ments and 13 per cent. of all assets. Of 
this investment about $95,000,000 is in 
United States Liberty Bonds and $5,- 
500,000 in United States Treasury Bonds 
and Notes, a total in United States 
ligations of over $100,000,000. 

The investment of the company in 
Liberty Bonds was greater than that of 
any other life insurance company in the 


ob- 


country, the amount held at one time 
being over $116,000,000, of which part has 
since matured and been paid off. Of the 
Fourth Liberty Loan, issued before the 
end of the war, the company purchased 
bonds to the amount of $60,000,000, bor- 
rowing $36,000,000 from the banks to 
make the payment. It literally fulfilled 
the injunction to “buy until it hurts.” 

Next to the United States bonds in 
volume is the investment in bonds of the 
Dominion of Canada, $44,124,000. The 
company is obliged, under the insurance 
law of the Dominion of Canada, to de- 
posit with the Receiver General or with 
Canadian trustees, the entire reserve on 
its Canadian business in force, invested 
in securities approved by the Dominion 
authorities. The amount on deposit at 
the present time is in excess of $81,000,- 
000, considerably more than the Canadian 
reserve. The company’s whole invest- 
ment in Canada, including mortgages and 
policy loans, is over $110,000,000. 

A Leader in the Mortgage Field 

The next item of importance on the 
balance sheet is Mortgage Loans on Real 
Estate, $652,347,923.61, amounting to 42.9 
per cent. of the company’s Assets. Ot 
this amount $151,327,780.72 is loans on 
Farm properties in twenty-six states and 
$501,020,142.89 on city and suburban resi- 
dence and business properties in thirty- 
eight states and Canada. The average 
rate of interest on all outstanding mort- 
gages on December 31, 1923, was 5.782 
per cent. Of the city and = suburban 
leans a very large Proportion comes un- 
der the head of “Housing Loans,” on 
one and two family dwellings and apart- 
ments. During the year 1923 the com- 
pany made 10,998 such loans aggregating 
$58,874,000 and providing accommodation 
for 18,000 families. Of these loans 10,- 
409 were on one and two family dwellings 
and 589 on apartment buildings. 


Provides Homes for 62,000 Families 
In the past four years since the short- 
age in housing became acute the loans 
(Continued on page 8) 


Policy Costs In New 
Business Department 


EXPERIENCE OF 


COMPANIES 





Analysis By Research Bureau Shows 
Cost Per Policy Should Not Be 
More Than Three Dollars 





An analysis of the new business de- 
partments of a number of companies by 
the Life Insurance Sales Research Bu- 
reau brings out some very interesting 
information on costs per policy, among 
the conclusions being that, if a company’s 
home office salary cost for issuing a 
policy is more than three dollars that 
company should investigate. Under this 
circumstance explanations will without 
doubt suggest themselves to the depart- 
ment head if not to the officer in charge 
among which foreign business 


, number 
of policy 


inexperienced clerks, 
unorganized agencies, etc., are probably 
not valid; experience has shown that 
these can be adjusted to not seriously 
affect the cost. On the other hand be- 
ing equipped for ones heaviest day if 
this is a company policy is a valid reason 
for high costs. 

This work of the bureau has been in 
charge of Miss Marion A. Bills, an ex- 
pert in this kind of research who has 
been studying home office organization 
problems of companies for the past year 
and a half. 


forms, 


Principles of Procedure 


Following are five general principles 
of procedure that the Bureau has had 
strongly impressed upon it in studying 
departments both those efficiently and 
those inefficiently managed. 

All items should be entered on a record 











Double the Business 


with less than 
A Quarter of the Salesmen 


DURING the ten-year period in 

which this has been accomplished 
important developments have taken 
place in our sales organization. 


Of the latest step- 


National Advertising 


a publicity man in an agency that 
does not handle our account says: 


“*T must say there is not in my whole experi- 
ence a campaign based on so fundamental a 
need produced for such an inspiring purpose 
and backed by the firm loyalty and belief of 
any group of salesmen as is the present cam- 
paign of the Phoenix Mutual Life Insurance 


Company.” 


PHOENIX MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE 


HARTFORD CONN. 


First policy “weacoe? issued 1851 








at the point where that information is 
most easily obtainable. 

The final checking of. any item should 
be advanced to as early a stage in the 
operations as possible, and after that 
checking the item should not be re- 
checked subsequently. It is not unusual 
to have a single item on an application 
checked as many as eighteen times in 
passing through a department. 

Whenever it is feasible, the best way 
of checking up any operation is to have 
that operation done in two ways and the 
results compared. 

The faster any papers are handled the 

easier they are handled. The presence 
of many papers on the desk, constantly 
looked over and run through, tends to 
delay the work. It takes no longer to 
actually handle the papers at one time 
than another. For this reason, we 
strongly advocate having several opera- 
tions performed on a policy at one time 
and each policy got out of the way as 
soon as possible. 

In striving for efficiency, system prob- 
ably counts 40% and the quality of per- 
sonnel 60%. The right man in the right 
place, and that man suitably paid and 
given a chance of promotion in line with 
his ability, means more than half the 
battle won toward an efficiently run de- 
partment. 


Costs for Some Companies 
The following table shows the cost 
per policy and other facts in the experi- 
ence of nine different companies: 
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Grading the Jobs 


The grading of work is based on three 
fundamental principles. First, that for 
all clerical work, there are three phases: 
the doing of the work; the checking of 
the work; and the supervising of the 
work. Each successive phase is a step 
above the former. Second, that for jobs 
involving only personal ,work, the dif- 
ficulty can be determined by the number 
and kinds of decisions to be made. 
Third, that for supervisory work, the dif- 
ficulty of the job can be determined by 
the kind of work supervised and the 
number of people supervised. 


With these principles in mind, a classi- 
fication has been drawn up which, with 
minor changes, has seemed to fit all 
clerical forces. In each company cited, 
not only were the jobs classified, but 
minimum and maximum salary limits 
were set on each group of jobs. The job 
determines the minimum and maximum, 
but the efficiency and length of service 
of the individual determines his position 
between the minimum and maximum. 

All the steps in the operation of issu- 
ing the new policy are described in Miss 
Bills’ report. The work of each de- 
partment and its personnel is stated and 
the most efficient method of handling the 
work is explained. 


NATIONAL THRIFT WEEK 

National Thrift Week 1925 will open 
on Benjamin Franklin’s birthday, Jan- 
uary 17th, and will continue until Jan- 
uary 23rd, each day of this week being 
devoted to some specific Thrift enter- 
prise. The basis of this educational pro- 
gram is based on the following “Ten 
Steps to Success”: 

Work and Earn; Make a Budget; 
Record Expenditures; Have a Bank Ac- 
count; Carry Life Insurance; Own Your 
Home; Make a Will; Invest in Safe 
Securities; Pay Bills Promptly; Share 
With Others. 
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> bd regular whole life contract being much 
oe meg R t better suited to the case, but as this 66 m 99 
situation is just as co1 8) der the 
Defends Ha ate _ pot, shoe Se “ An Agency of Service to Agents 
comipanies, no added disadvantage re 
NOT TO WITHDRAW POLICY sults from the issue of the new form. BIBLE HOUSE AGENCY 
Z TSR We desire, however, to take this oppor 
ee dae ae = tunity to impress on our agency force ‘ “ 
Ho that the contract in question should be Th L f | 
Changed Slightly issued only where there is a real neces- e nion entra ] e nsurance 0. 
President Edward D. Duffield of The  YUies and where it is reasonably carta S. S. WOLFSON, INC., Managers 
Prudential has sent to the field force of — that the policy will be continued in full 
the company a general letter in which force at the increased rate when the 350-352 BIBLE HOUSE 
he makes it clear that The Prudential f!ve-year period is up. EIGHTH STREET and THIRD AVENUE, NEW YORK CITY 


has no intention of withdrawing its 
whole life 
dent Duffield explains the 


policy and says that it, came 


half-premium policy. Presi 
origin of the 
about as a 
requests from the 
field organization. The that The 
Prudential first used has been changed 
life with rate for 
five half of subsequent rate.” 
President Duffield’s letter follows: 

A number of our field representatives 
have received copies of a circular letter 
the Life Under 


result of repeated 


name 
to “whole premium 


years 


from a committee of 
writers’ Association of New York, in 
which it is stated that efforts are to be 


made to induce companies issuing a 
whole life policy with half rate for the 
that form 


first five years to discontinue 
of contract. 
In order that our ficldmen may unde1 


stand the situation, we desire to state 
that this policy took its inception from 
repeate -d requests from our agency force 


for a term policy that could automatical 

ly be converted to a whole life contract 
It was stated that if the conversion were 
automatic, a much larger percentage of 
the policyholders would be induced to 
continue the contracts than is possible 
under the convertible term plan, unde: 
which, it was insisted, the insurance 
really had to be sold. twice to the appli 

cant—once on the issue of the term and 
again on the conversion to a permanent 
form. In considering the issue of a term 
policy automatically converting, it wa 

observed that the premium after the end 
of the five-year period was rather more 
than double that during the preliminary 
period, and it was felt that the policy 
would be in every way more satisfactory 
to the insured and to our agency force 
if it were written in the form in which 
it eventually appeared; namely, a regular 
whole life contract with the premium for 
the first five years exactly half of that 
payable therafter. 

From the above account of the origin 
of the new contract, it is clear the policy 
was not intended as a “competitive 
policy. Moreover, one other company is 
already issuing it, and other companies, 
we are told, are considering it. The 
fact that it has been so popular is evi 
dence merely that it is unusually well 
fitted to the insurance requirements of 
many individuals. 

While no additional commission on a 
first-year basis is allowed when the full 
premium becomes payable, although in 
the case of a converted term policy first 
year commission is allowed on _ the 
changed contract, commission is paid at 
the issue of the policy at a rate suffi- 
ciently above that on term policies to 
make the new contract, in view of the 
large proportion of term policies that are 
never converted, the more remunerative 
to our agency force. 

It was intended and expected that this 
contract would largely replace our term 
issues and this expectation has been 
realized. It may be that in some in- 
stances the policy is unwisely placed, a 


The new policy is admitted to be 
actuarially sound beyond all question, 
and with the hearty co-operation of our 
field force in our endeavor to place it 
only where it is best suited to the appli 
cant’s requirements, we feel that its 
aliepiios has. added to the usefulness of 
the company’s service to the community. 

Hereafter this policy will be known as 
the “Whole Life Policy with Premium 
Rate for Five Years Half of Subsequent 
Rate.” 


OLDEST AGENT TO ‘RETIRE 


George W. Pasion, Dean of Equitable 
of Iowa Men, Turns in Rate Book 
After Thirty-two Years 


George W. Farley, general agent of 
the Equitable Life of Iowa at Toledo 
and dean of the agency force of that 
company, has tendered his resignation, 


which is to be effective on December 


loth when he will be seventy years of 
age. Mr. Farley has desired for some 
time to be relieved of the strenuous du- 
tics of handling an aggressive agency 
organization and to be free to visit 
some of the sections of the United 


States which he has long desired to see. 
His retirement comes after more than 
thirty-two years, he having contracted 
originally on August 11, 1892. 

More than thirty-two years of public 
ervice is a record to which anyone could 
point with pride. To Mr. Farley goes the 
honor of being one of a select group of 
pioneers, to whom is due a great part of 


the credit for the remarkable progress 
of the Equitable of lowa. He was one 
of the company’s first representatives in 
Ohio, where there are now ten flour- 


ishing general agencies. Mr. Farley was 
one of those who pioneered for the com 
pany in that state and helped to prepare 
the foundation for the splendid business 
which the company now enjoys from the 


land of the Buckeye. His entire life in- 
surance career has been with the Equit- 
able Life of Towa. 


INTRODUCING MR. DUNNE 


Friends of Philip Dunne, 
James J. Dunne, gave a 
honor this week at the Hotel Bossert 
Brooklyn, to celebrate his election as 
vice-president of the Samuel H. Ganz 
Co., representing the Equitable Life As- 
surance Society. About 250 were pres- 
ent and William E. Kelly, county clerk 
of Brooklyn, presided. 

A large number of prominent persons 
were present and applications for two 
iillions of life insurance were presented 
to Mr. Dunne. 


son of Judge 
dinner in his 





FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lewa 
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Insurance 


New Insurance 


Insurance in Force 


Record, 1923 


$ 96,148,025 
719,421,634 


Increase of $58,623,876 which is 
61% of the New Business 





New England Mutual Life Insurance Co., 
Boston, Mass. 














LIFE INSURANCE 


Assets 


Liabilities 

Capital and —— pas aa wabnetconeaoason 
Insurance in 
Payments to Policyholders Lecuaalaw, sie 
Total Payments te Policyholders since 


JOHN G. 








INCORPORATED 1871 


COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal] formg of ORDINARY Policies from $1,060.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 
and 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 


ocrecccecccescceccocscceeccoces sececesees. 255,168,568.06 
2,696,034.43 
32,747,895.35 


WMI 6.5 os idnicdisssicsccscenoess 
WALKER, President 
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DUNBAR JOHNSTON, Secretary 





The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 


NEW THROUGH 
ORDINARY yaw Value d Novel F ITS OWN 
POLICIES ttractive an ovel Features AGENCY 
Low Cost STAFF ONLY 
Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
E. J. seduieneee President 

GEO. SMITH, Vice-President 


HOME OFFICE, JERSEY CITY, N. J. 


. F. NETTLESHIP, 2nd Vice-President 
Treasurer 


iy ~~ DROWN, Asst. See’y and Asst. 
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cessful business. It has 
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34 Nassau Street 





The Matual Life Insure 


THE MUTUAL LIFE 


ance Company of New York has 


a record of EIGHTY-ONE YEARS of prosperous and suc- 


passed through panics, pestilence 


and wars unharmed, and to-day, as a result of eight decades 


financial strength, reputation, magni- 


insurance service. 


Those considering life insuranee as 


a profession are invited to apply to 


The Mutual Life Insurance Company 
. of New York 


New York 
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Disability Policy to 
Use With Life Form 


BY CONTINENTAL CASUALTY 


Either Disability or Double Indemnity 
May Be Offered in Competition With 
Similar Features 





\ special disability form for use with 
lite insurance policies which do not con 
tain that feature has been brought out 
by the Continental Casualty of Chicago. 
The Northwestern Mutual Life, for in 
stance, uses only a waiver of premium 
disability clause added for a small pre- 
ium, and this new Continental Casualty 
policy, especially gotten up for such use, 
will be issued only in conjunction with 
life insurance. The fullest disability and 
double indemnity protection is in this 
way made available to the representa 
tives of companies whose policies do not 
contain these features. This service i 


1s 
especially valuable in competition. It 
has been used by Northwestern Mutnai 


and Mutual Benefit Life offices. 

The plan is to issue the new form as 
a regular non-cancellable disability pol 
icy at the regular rates. A separate ac 
cident form will cover the double in 
demnity part, so that an insured may 
take only the disability or both. The 
accident form carrying the double in 
demnity will be issued only in conjune 
tion with life and disability. 

The disability insurance may be foi 
any amount of monthly indemnity up to 
$500 a month, subject to underwriting 
rules, but it cannot be written for less 
than $50 a month. The accident insur 
ance may be written in amounts up to 


$25,000, but in no event is it to exceed 
the life insurance in conjunction with 
which it is being written. A medical 


examination is required, the fee being 
paid by the company. 
WISCONSIN LIFE FUND 

The Wisconsin State Life Insurance 
fund has issued its annual report. A 
good showing has been made, with the 
help of the life insurance companies do 
ing business in that state whose taxes 
pay the bulk of the fund’s expense items; 
however the volume of business done is 
inconsequential, 


RESERVE DINNER TABLES NOW 
At the last meeting of the Life Under 
writers Association President Harry E. 
Morrow announced that I. W. Allen, 
general agent of the New England 
Mutual, has sent in his check for $100 
reserving two tables for the annual din 
ner and meeting in March. Another 
general agent has just paid for a table 
and the choice locations evidently will be 
snatched up early. The tables seat ten 
and the dinner is $5 per person. 


DINNER TO HENRY W. GEORGE 
A dinner in honor of Henry W. 
George, treasurer of the Metropolitan 
Life, will be given on December 3, to 
celebrate the thirty-fifth anniversary of 
his connection with the company. 


RETIRES AFTER THIRTY YEARS 

George W. Farley, general agent for 
the Equitable Society at Toledo for over 
thirty years has resigned and will retire 
Irom active work. He was one of the 
pioneers of the society in that territory. 


BRAINARD MADE PRESIDENT 

Morgan B. Brainard, president of the 
Asetna Life has been elected president 
of the Bankers Trust Co. of Hartford. 





Assistant Actuary Wanted 


Capable of supervising actuarial work and 
preparing reports and who has passed at least 
two parts of the Associateship examinations of 
the Actuarial Society within the past five years. 


Woodward, Fondiller and Ryan 
Consulting Actuaries 


75 Fulton Street New York 























proposition. 
Address, 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 


an un- 














TO ADDRESS LIFE MEN 


John W. Clegg, President of National 
Association, and H. P.. Gravengaard 
of Aetna, on Program 


Harry E. 
Life Underwriters 


President Morrow of the 
\ssociation of New 
York, has secured as speakers for the 
December meeting and dinner of the 
association, John W. Glegg, of Philadel 
phia, president of the National Associa- 
tion of Life Underwriters, and H. P. 
Gravengaard, of the agency department 
of the Aetna Life at the home office. 
The play “The Heart of the Estate” will 
be presented at that meeting also. 


HALF-PREMIUM NOT MENTIONED 

The half-premium policy the question 
about the use of which was raised by 
the Life Underwriters Association of 
New York, was not mentioned at the 
dinner-mecting of the association held 
at the Hotel Astor last week. 


WILL PRINT PLAYLET 
THe Eastern UNpdeRWRITER has re 
ceived from the authors of the playlet, 
“The Heart of the Estate,” Louis Ull 
man and George W. Ayars, a copy of 
the dialogue of the play, with permission 
to print. It is copyrighted by the 
authors. As the Life Underwriters Asso- 
ciation of New York plans to produce 
the play at the next meeting of the 
association, this paper feels that it would 
detract somewhat from the enjoyment 
of the production if the dialogue were 
read now and the denouement revealed. 

The dialogue will be printed later. 


DETROIT AD COOPERATION 

A fund has been raised by the Detroit 
Life Underwriters’ Association to carry 
out a cooperative newspaper advertising 
campaign. At present a weekly ad will 
be run in the Detroit Free Press with 
possible extension of ads later on to the 
evening papers. 
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Mass. Savings Banks 
Have $32,000,000 


NOW IN SIXTEENTH YEAR 
Maximum That May Now Be Obtained 
Under Massachusetts Savings 
Bank Plan Is $8,000 
Thirty-two millions insurance on the 
lives of 46,000 persons and a premium 
income of $856,000 is the record at the 
close of the sixteenth year of the Sav- 
ings Bank Life Insurance Division in 
Massachusetts. During the past year a 
gain of something over six millions was 

made in insurance in force. 

Two new banks have been added dur- 
ing the year, and it is now possible for 
a resident of Massachusetts to get a 
maximum of $8,000 of life insurance 
through this medium. Payments made 
on account of death claims during the 
year amounted to $131,353. Dividends 
paid to policyholders during the year 
totaled $244,289. Surrender values were 
paid in cash to policyholders during the 
year amounting to $44,139.74. The 
amounts now held in reserve and surplus 
for the benefit of policyholders exceed 
three million dollars. 

Seventy-one savings banks in Massa- 
chusetts are now identified with the sys- 
tem, eight of these banks having estab- 
lished insurance departments, and the 
other sixty-three being official agencies 
for the receipt of applications and the 
transmission of premiums. Public 
agencies have also been established in 
twenty-one trust companies and a num- 
ber of agencies in national banks, Morris 
plan companies, etc., so that the oppor- 
tunities offered by the system are made 
easily available to the people in every 
part of the Commonwealth. 





GOES INTO FIELD 


John Hancock,Mutual Assistant Agency 
Superintendent Made General Agent 
at Cleveland 

Vice-President Robert K. Eaton of the 
John Hancock Mutual Life, announces 
that Henry G. Wischmeyer, who has 
been for some years the assistant super- 
intendent of agencies at the home office, 
has resigned that position to accept the 
appointment as general agent at Cleve- 
land, succeeding the late William A. 
Davis. Cleveland is one of the impor- 
tant John Hancock agencies, and Mr. 
Wischmeyer’s selection means that under 
his direction this agency will be devel- 
oped into one of the company’s largest 
and most progressive branches. 

Mr. Wischmeyer has had _ twenty- 
seven years of experience as a success- 
ful life insurance man, and his recent 
experience at the home office of the 
company has added greatly to his 
abilities which will be of great advantage 
in his notable return to field work. 


BREAKS ALL PAST RECORDS 





John Hancock Mutual Life’s Policy- 
holders Month Sets New Record 
for Company’s Production 


The John Hancock Mutual Life de- 
cided to have a “Policyholders’ Month” 
ior the first time and November was 
selected to initiate the plan. The amount 
of business received so far this month 
has broken all records of the company 
for a similar period. The agency depart- 
ment reports that “there has never been 
anything like it in the company’s history 
and policyholders’ month promises to be 
a howling success.” 





LINDSAY KILLS A BEAR 


LL. Seton Lindsay, agency head of the 
New , York Life, arrived in Chicago to 
preside at the Life Officers’ convention 
none the worse for a most thrilling adven- 
ture he had in southern Oregon, when he 
went bear hunting and brought down one 
weighing four hundred pounds, 
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To Put on Drama for 
December Meeting 


LIFE UNDERWRITERS’ PLANS 


Ray D. Murphy, Equitable Society Vice- 
President, and L. A. Cerf, Jr., Ad- 
dress November Gathering 
At the December meeting the Life 
Underwriters’ Association of New York 
will put on the one-act play by Louis 
Ullman, New York Life man, which made 
such an impression when produced at 
the Los Angeles convention of the Na- 
tional Association in July that the entire 
President 
association 


theatre audience was in tears. 
the 
made this announcement at the Novem- 
ber dinner last Thursday. The playlet 
will be a big drawing card. It teaches 
the lesson of insurance protection most 
effectively and dramatically, and it will 
be seen during the coming year by large 


Harry E. Morrow of 


numbers of the public, as it is to be 
produced before clubs and other groups 
under the auspices of the National As- 
sociation. 

The production of the play will be in 
charge of Wing Tabor Wetmore, of the 
J. Elliott Hall agency, who was_for- 
merly on the stage. Mr. Wetmore will 
pick and train the caste. 

President Morrow has suddenly sprung 
into prominence as one of the best in- 
troducers of speakers at dinners that 
has been heard at insurance affairs in a 
long time. His introductions of the 
speakers at the dinner last week were 
so clever and yet so natural and spon- 
taneous that they drew applause in the 
middle of bis remarks. Most of the 
members know President Morrow best 
as the “go-getter” chairman of the mem- 
bership committee whg ran the mem- 
bership of the association up to a new 
record and his grace as a_ presiding 
officer was not suspected. 

The speakers at the dinner last week 
were Ray D. Murphy, second vice-presi- 
dent and associate actuary of the 
Equitable Life Assurance Society, and 
L. A. Cerf, Jr., son of the general agent 
of the Mutual Benefit in New York City. 

Mr. Murphy said that the social value 
of insurance had increased enormously 
with the development of the business. 
He saw certain dangers on the insurance 
horizon, one of these being in the great 
popularity of group insurance and the 
demands of the producers for greater 
freedom and scope in writing this class. 
As a means of giving insurance protec- 
tion to employes, group is serving a use- 
ful purpose but there is a danger, Mr. 
Murphy said, in an extension of the 
idea that might lead into the weaknesses 
that made assessmentism a failure. 


Sees Options More Used 


One of the marked developments in 
the future will be the extension of the 
use of settlement options, and there were 
large and untouched possibilities in their 
use, Mr. Murphy said. It was no small 
problem to understand the full uses of 
options and agents were urged by Mr. 
Murphy to study this subject. Complex 
settlements and those involving trust 
features were to be avoided. 

Mr. Cerf gave a good sales talk on the 
use of the “litthe program” for the man 
of moderate means. The elaborately ar- 
ranged program gotten up in book form 
was of small sales value, in Mr. Cerf's 
opinion, because it is too complex and 
bulky to be presented and disposed of 
in an interview. . He uses a two inter- 
view plan, the first to get the necessary 
data and the second he makes a “kill or 
cure” interview. He considers getting 
the data as the most important part of 
the sale. In getting at the man’s in- 
come and other essential facts he does 
not believe in subterfuges. He leads up 








+ Massachusetts Mutual. 


to any real worker in the field. 








A Company With Friends Everywhere 

The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 


Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 











to this with a little sales talk along the 
lines of “I’m a_ professional man like 
your doctor and if I’m to diagnose your 
case | must know your symptoms.” If 
you get the confidence of the prospect 
you can get all the information you need. 
Mr. Cerf uses three small sheets in pre- 
senting his program plan. The first con- 
tains the general outline of the facts of 
the case; the second the outline of the 
program, and the third the cost. When 
he has to leave the plan with the pros- 
pect, he under no circumstances leaves 
the cost sheet. This makes the prospect 
get in touch with him to get the cost 
figures. He uses an installment option 
and deferred annuity and stresses the 
prospect’s old age protection to show 
where “he gets his.” 

Forty-five applications for membership 
were turned in at the dinner, Alexander 
KX. Patterson, of the Equitable Society, 
who had two tables at the dinner, turn- 
ing in twelve applications. I. W. Allen 
and President Morrow have already re- 
served tables for the annual banquet and 
meeting in March. 


Metropolitan Assets 
(Continued from page 5) 


of this nature have provided homes for 
62,000 families, surely a noteworthy con- 
tribution to the welfare of the community 
at large. The law restricts the invest- 
ment of life insurance companies in this 
class of security to mortgages on unen- 
cumbered real property worth 50 per 
cent. more than the amount loaned there- 
on, or, in plain English, to a loan for not 


more than two-thirds the value of the 
property. 
The next largest item in volume is 


what may be termed an involuntary in- 
vestment, “Loans made to policyholders 
on this company’s policies, assigned as 
collateral,” to which should be added, 
“Premium notes on policies in force,” an 
aggregate of $107,983,743.49 amounting 
to 7.1 per cent. of all assets. 


SUIT UNDER GROUP POLICY 


Question of Liability for Claim Where 
Employe Died After Being Dropped 
From Employment 
Che liability of an insurance com- 
pany under a group life policy where 
the employe dies after being dropped 
the payrolls of the employer 
comes up in a case in which the Con- 
necticut General Life’s group policy in- 
suring the Gulf Oil Corp. is involved. 
The from the following 
alleged Sometime in October, 
1922, Frank Diemunsch, a cook on the 
Gulf Oil was 
taken ill while stationed at Tampa, Fla. 
He continued ill until the following July 
17, 1923, when he died. An administra- 
tor was then appointed, since his wife 


from 


case arises 


facts: 


tanker Captain Collier, 


had died in the meantime, who made 


demand for the insurance which was 
then worth, as the result of a gradual 
ascension from $1,250 in 1918, the sum 
of $2,250. The insurance company re- 
plied that the Gulf Oil Corp. had noti- 
fied it that Diemunsch had been dis- 
charged October 22, 1922, and refused 
to comply with the demand. J. L. 
Baumgartner, as administrator of the 
estate, is bringing the suit as a result. 

The insurance policy says that the 
face value of it will be paid to the bene- 
ficiary “if death occur while the insured 
is an employee of the said Gulf Oil 
Corp.” 


To Confer Degrees 
(Continued from page 3) 


({) Income Insurance—Where 
plicable and methods of sale. 

(g) Business Insurance. Preparation 
necessary and method of presentation. 

(h) Systematic methods. 


ap- 
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have matured. 











Provident Mutual 


Life Insurance Company of Philadelphia 





cent of the new business of the 
Provident Mutual is upon the lives of old policyholders 
who not only evidence their satisfaction by insuring their own 
lives, but by recommending the Company to their friends. 


Premera valuable to the agents of the Provident Mutual 
is the active good will of those whose Old Age Endowments 


Founded 1865 
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Lapse Investigation 
(Continued from page 1) 


as to say that the future will not sec 
any failures among old-line, legal re- 
serve companies, but agency officers in 
particular should do everything in their 
power to prevent such failures as when 
one crashes down it hurts the entire in- 
surance structure. The agency depart- 
ment heads, therefore, had a responsibil- 
ity in seeing that the men who go out 
and sell life insurance, who induce the 
public to invest their funds in life in- 
surance institutions, should be represent- 
ing companies which can meet every ob- 
ligation and about whose future there 
should be no cause for worry. 

The kick in Mr. Lindsay’s talk was his 
final paragraph. Speaking very slowly 
and deliberating over every word he de- 
clared that if there is any question of the 
stability of any institution with which a 
man present was connected, in the inter- 
ests of the public and of everybody con- 
nected with the insurance business, he 
should convince the other officers of his 
company that the company should be 
consolidated, reorganized or reinsured 
before it is too late. 

x ok 
To Meet in Chicago Again 

The next annual convention of the As- 
‘sociation of Life Agency Officers will 
be held in Chicago. There was some 
discussion about changing the meeting 
place—even Montreal being considered 
—but Chicago is the central point and 
will not be deserted. 

x Ok OK 
Returns Under Agency Contracts 


Insurance men all over the country 
are reading the paper delivered by M. 
A. Linton of the Provident Mutual at 
French Lick before actuaries and also 
discussed at the Insurance Research 
Sales Bureau convention in Chicago. It 
is the general opinion that while every- 
body does not agree with all of Mr. 
Linton’s observations and tables—some 
of the giant companies think the Provi- 
dent’s experience might not have been 
on a gigantic enough scale—yet he has 
taken a pioneer step and provided lots of 
material for the thinkers. 

In discussing Mr. Linton’s paper Percy 
C. H. Papps of the Mutual Benefit 
emphasized in Chicago what the Provi- 
dent’s vice-president had said, namely, 
that the tables contained in the paper 
must not be used indiscriminately. He 
drew attention to the fact that in June, 
1921, he had presented to the American 
Institute of Actuaries a paper which 
provided tables for ascertaining the com- 
muted value of future renewal equities. 
These tables were based upon various 
rates of persistency and 5% interest. 
Assumption as to income and expenses 
may be laid down for each individual 
case and by means of such tables the 
commuted values may be ascertained. 


Mr. Papps offered to furnish the Re- 
search Bureau with two tables from one 
of which the insurance renewing during 
the first 20 policy years, according to 
twelve different rates of persistency, 
could be obtained. The other table 
would enable a general agent or branch 
manager to ascertain the commuted 
value of any renewal equities falling due 
in the first 20 policy years. By means 
of such tables a general agent could do 
for the particular case what Mr. Linton 
in his valuable paper had done for cer- 
tain assumed cases. 





NOW PAYING DIVIDENDS 





Maccabees of Michigan Went On Legal 

Reserve Basis Some Months Ago 

The Knights of the Maccabees went 
on a legal reserve basis more than a 
year ago. It was one of the most promi- 
nent fraternals in the country. 

Don Holbrook, a well-known news- 
paper correspondent at Albany, received 
a dividend check of $1.17 this week on 
a $500 policy which he holds in the 
Maccabees. He joined this former fra- 


ternal society some years ago. 
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Blue-Sky Promoters’ 
Big Toll of Proceeds 


ADVERTISING COULD STOP IT 





National Campaign Suggested That 
Would Check Drain of Insurance 
Money Into Promotions 





By Clinton Davidson 


Three articles published in Printers’ 
Ink within the past few months have 
been of great interest to me as an insur- 
ance salesman. The first was, “The 
Blue-Sky Promoter Is Stealing Your 
Sales!” written by Roy Dickinson and 
published in the May lst issue of Print- 
ers’ Ink Weekly. Next came “The Day- 
light Cure for Blue-Sky Promotions,” 
by Rush D. Simmons, chief inspector of 
the United States Post Office Depart- 
ment, in the August number of Printers’ 
Ink Monthly and the last, “What’s 
Wrong With Life Insurance?” by Amos 
Stote in the August 14th issue of Print- 
ers’ Ink Weekly. 

To my mind this trinity of articles 
are intimately related each to the other. 
They point out, if considered in the 
right light, a big opportunity for the in- 
surance industry as a whole to widen 
the opportunities of the individual 
through increasing demand for that 
which the individual sells. 

Of course I speak of the opportunity 
for co-operative advertising on the part 
of life insurance companies and agents, 
but the thing is even broader than that 
for in this situation there is much of 
concern to a third great business institu- 
tion, the trust companies of America, 
and the three factors, as I shall attempt 
to show, are almost equally interested. 


Billion for Worthless Stock 


Roy Dickinson pointed out very clearly 
that every investment made in fake stock 
promotions by the millions of people 
who each year fall for such schemes 
means just that many dollars lost which 
might otherwise be spent for Sherwin 
& Williams paint, American radiators, 
Fuller brushes, vacuum cleaners, daven- 
ports, asbestos shingles for the barn or 
garage and a lot of other advertised 
articles for general public consumption. 

Mr. Simmons said that the post office 
department roughly estimated that last 
year at least $1,000,000,000 was spent by 
the American public for worthless stock 
sold through the mails, and gave it as 
his opinion that no agency of the gov- 
ernment ever would be able to eradicate 
stock swindles so long as a demand could 
be created for blue-sky schemes and in- 
vestments; and that the problem, if it 
was to be solved, must be worked out 
through education of the public. Both 
he and Mr. Dickinson pointed out some 
of the things that could be done by ad- 
vertisers and other agencies to educate 
the public against all the reprehensible 
schemes that are constantly being 
hatched to steal money through fraudu- 
lent promotions. 

Amos Stote claimed that one of the 
weaknesses of the life insurance argu- 
ments in general use was that the com- 
Panies and their agents had been selling 
“death insurance” instead of “life insur- 
ance.” He pointed out that life insur- 
ance is devoted to prolonging life, to 
adding years of health and happiness to 
those who invest in it. This, he argued, 
was the big thing that life insurance in- 
terests should emphasize in their adver- 
tising and the big opportunity of life in- 
surance to increase its sales through 
broader education of the public. 

_ Now I cannot entirely agree with Mr. 
Stote’s “findings” for I do not think that 
life insurance companies have been sell- 
ing “death insurance.” Several com- 
Panies who are now known as national 
advertisers have been doing a great deal 
for the preservation of health and pro- 
longing of life and they have been ad- 
vertising the fact consistently for years. 
But it is not my purpose to answer Mr. 
Stote specifically at this time. Right 
now I am most interested in his title, 
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“What's Wrong With Life Insurance?” 

The big fault with life insurance of 
today, I firmly believe, is the fact that a 
very large part of all the funds left to 
widows and children through life insur- 
ance eventually find their way into the 
pockets of the blue-sky promoter and 
until we can find a way to prevent this 
wholesale theft of the estates we build 
up for the protection and comfort of 
our loved ones the life insurance com- 
panies will only be scratching the surface 
of their potential markets. 

The right kind of advertising cam- 
paign on the part of life insurance in- 
terests would do much to educate the 
public to their danger from these hordes 
of predatory interests and would sell the 
idea that the one absolutely safe way 
to build up an estate is through life in- 
surance. It would undoubtedly pave the 
way for the various other campaigns 


_ along similar lines that Mr. Dickinson 


and Mr. Simmons speak of and eventually 
would mean that millions and millions 
of dollars now passing into the hands of 
glib salesmen of phony or doubtful 
stocks would be spent in the form of 
life insurance premiums. 

The stakes in this game are so tre- 
mendous that the life insurance and 
allied interests can well afford to spend 
many hundreds of thousands of dollars 
or even a million or more every year, 
with reasonable assurance of getting it 
all back several times over in the not- 
too-distant future. 


Loss to Insurance 


Of the billion or more dollars that each 
year go to the blue-sky promoter more 
money is taken away from potential in- 
surance sales than any other source, to 
my way of thinking. Any life insurance 


salesman will tell you that he has little 
competition from other life insurance 
companies—I figure that 95 per cent. of 
the life insurance business is written 
without company competition. Our real 
competitors are the other things the 
prospect wants to spend his money for. 
If we could just eliminate a goodly share 
of the waste caused each year by blue- 
sky promotion we wouldn't have to 
worry so much as now about our com- 
petition with the automobile, the radio, 
the theatre and other forms of spending 
money for the so-called luxuries of life. 
The people could still have their pleasure 
and have plenty left for building up com- 
fortable estates through life insurance if 
they would just stop buying worthless 
black and gold paper certificates com- 
mon to wildcatting ventures. 

The sad part of it all is that in pur- 
chasing these more or less worthless 
certificates the buyer hopes that they 
will do for him exactly what life insur- 
ance guarantees to do. The blue-sky 
promoter makes his victim believe that 
in a few years the income from his in- 
vestment will furnish funds that will per- 
mit him to retire in his latter years or 
at least protect his family from want 
after his death. 

If this $1,000,000,000 squandered each 
year on worthless promotions was used 
for life insurance it would buy at the 
average premium (say $30 per thou- 
sand) 33,333,333 policies of $1,000 each— 
a staggering total of $33,333,333,000.00. 
In other words, the blue-sky promoter is 
taking away from the public each year 
the potential ability to pay the annual 
premium on a total of insurance which 
exceeds all the legal reserve insurance 
in force in the United States today, not 
including government war risk insurance. 
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Doesn’t that make it clear that it is 
not only the duty but to the financial 
advantage of insurance and its allied in- 
terests to be the first to take up cudgels 
against this pernicious blue-sky pro- 
motion. 


Is it merely through accident that the 
worthless stock promoters are able to 
sell a volume each year exceeding the 
total annual cost of all the legal reserve 
insurance business in force up to date? 
I think not. To me it is clear that the 
insurance interests have neglected their 
opportunity to show the public exactly 
why they should invest in guaranteed life 
insurance and why they should not in- 
vest in worthless stock ventures. 

We could do it too, for we have all 
the facts on our side. A recent issue of 
a reputable insurance magazine stated 
that out of 49 mutual life insurance com- 
panies organized since 1759 only three 
had retired and those without any loss to 
their policyholders. Not a single purely 
mutual company has ever failed. Com- 
pare the certainties of life insurance with 
the value of the guarantees back of 
blue-sky promotion and see whether life 
insurance has a story to tell. But with 
close to 120,000,000 people to tell it to, 
and with the necessity for retelling and 
retelling the story it can only be done by 
the expenditure of real money for maga- 
zine, newspaper and billboard space and 
all the other recognized forms of legit:- 
mate advertising. In fact, we have a big 
advantage over the blue-sky promoter in 
that we can use such media for our story, 
and thereby gain the authenticity that 
is given to advertising appearing in chan- 
nels that have the confidence of the 
public, whereas he is limited to his own 
personal efforts by mail. 

True, a few individual companies are 
doing some advertising for life insurance 
but their combined efforts are punitive 
compared with what can and ought to 
be done by the industry as a whole, 
even though the whole campaign was 
limited to this one field of conserving 
the funds that are each year lost to the 
blue-sky promoter. And such a co-op- 
erative campaign, rather than taking the 
place of the individual effort, would sup- 
plement it and be the means of start- 
ing many other individual companies ad- 
vertising. 

The need for advertising and what I 
deem its proper field has been stated. 
Now for the specific application of ad- 
vertising to our big problem. 

What Advertising Could Do 

Primarily the campaign I have in mind 
would expose the tricks and machinery 
of blue-sky promotion, quote the usual 
forms of come-on advertising used so 
that the public would be able to recog- 
nize this kind of publicity when it came 
its way and list all the various blue-sky 
promotions that have been put across 
say in the past ten years, showing the 
estimated amounts of money which the 
public has squandered in each, reaching 
an impressive total. It would explain 
clearly all the various schemes which fall 
under the headikg of blue-sky promotion 
and point out that even some of these 
propositions which apparently exploit an 
invention or article of some merit have 
little or no chance of success because 
of the promotion methods used. It would 
show how little chance the investor has 
with such schemes when even companies 
that are wholly honest and worthwhile 
frequently fail to produce any return to 
their investors because of unforseen cir- 
cumstances, mismanagement and the like. 
The campaign would emphasize the fact 
that there is always plenty of big capi- 
tal in this country waiting for invest- 
ment in the proposition that has real 
promise of success and that such 
propositions rarely get to the general 
public with its small individual invest- 
ing capacity. 

Such phases of the campaign as I sug- 
gest would seem to be handled in a 
judicious manner, so as not to lessen 
the faith of the investing public in 


legitimate securities and honest propo- 

sitions, but that is a matter of detail 

that can well be left to those who 
(Continued on page 10) 
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Blue Sky Toll 


(Continued from page 9) 
create the advertising. We are inter- 
ested at present mainly in fundamentals. 

Now we come to the most important 
thing of all, to my mind. The saddest 
part of blue-sky losses is that the bulk 
of them are sustained by widows and 
orphans and here is the really big op- 
portunity for life insurance advertising. 
No advertising would convince some men 
that their judgment might be poor in 
picking out an investment, but even the 
most stiff-necked individual will admit, 
when the proposition is properly put to 
him, that he cannot foretell with any 
degree of certainty what his wife and 
children might do with whatever funds 
he may leave them. 

Authoritative statistics have been com- 
piled which show that of all the funds 
left to beneficiaries in cash amounting to 
$50,000 or more—90% is entirely used up 
or dissipated by the heirs within seven 
to nine years. If that is true, think 
what must happen to the millions of 
smaller estates which are turned over to 
the widow or children on the death of 
the individual without any strings what- 
ever to govern their disposal! And 
there is where the blue-sky promoter 
makes a big harvest. 

Life Insurance offers a method of al- 
most entirely stopping such losses and 


of giving maximum protection to the 
future of the widows and _ children. 
Most companies have income plans 


through which the insured can arrange 
to have his life insurance estate paid 
over to his heirs in monthly installments 
and thus either provide a proper monthly 
remittance for his widow so long as she 
shall live or similar maintenance for his 
children for as long a period as he deems 
necessary. Or he can provide for many 
future needs of his family, such as send- 
ing the children to college at the proper 
time, paying off the mortgage on his 
home at his death, cleaning up such cur- 
rent debts as he may leave and the like. 
He can leave funds in trust that will set 
his son up in business at a certain age 
or provide a dowry for his daughter 
when she marries. In countless ways 
the insured can reach ahead into the 
future and provide absolutely for the 
safety and comfort of those he loves 
best. And such provisions, when properly 
made, are absolute and guaranteed—they 
cannot be changed by the whim or fancy 
of his survivors or by any’ power on 
earth save perhaps the coming of the 
end of the world. And life insurance, 
arranged in this manner, is 100 per cent. 
proof against the emblandishments and 
cajoleries of the blue-sky promoter. But 
at present not more than 10 per cent. 
of all insurance is settled on such a 
basis. 

Every measure of protection that has 
been mentioned can be provided by the 
trust company and here is where the in- 
terests of lie insurance and banking 
coincide. Realizing this, some of the 
larger trust companies have been doing 
such advertising in a local way. Ina re- 
cent issue of the New York Times ap- 
peared an advertisement of one New 
York trust company, which pictured the 
mailman delivering two letters to the 
widow. The title of the advertisement 
was: “They came in the same mail—an 
insurance check and a stock prospectus.” 
The copy explained how these life insur- 
ance funds could have been protected 
by appointing the trust company as trus- 
tee. 

Another advertisement by this same 
company shows a widow approached by 
a stock salesman and is entitled: $100,- 
000 plus a friend of the family equals 
$38,000.” The title is self-explanatory. 

Within the past year we have seen 
the beginnings of a movement to bring 
about co-operation between trust com- 
panies and life insurance agents in 
various parts of the country, a move- 
ment initiated in some cases by the 


trust companies and at other times by 
the insurance men. The object of the 
is to have life 


movement insurance 


policies written payable to the trust com- 
pany as trustee to conserve the funds 
properly after death. It recognizes that 
the trust company’s field is no longer 
limited to men who have accumulated 
$100,000 or more, but that every salaried 
man in the United States who can afford 
to carry $20,000 or more of life insurance 
is a trust prospect. The man who has 


Such is the opportunity for a co-op- 
erative advertising campaign financed by 
all the leading insurance companies of 
the United States, the members of the 
American Bankers Association and by 
the life insurance general agents and 
salesmen throughout the country. Just 
how the details of the thing could be 
managed, I cannot say, but I am con- 


earnings of the three interests involved. 
And I honestly believe that within two 
or three years the business of all three 
would be so greatly increased that the 
cost of the whole campaign would seem 
entirely inconsequential. 


MARTIN T. FORD MOVES 


Martin T. Ford, general agent of the 





absolutely no estate today can create fident that conditions are ripe for such Lquitable Life, has leased large offices 
a fair-sized one tomorrow by making his a movement and the sooner it is started in the Pennsylvania Building, a new 
initial premium payment for life insur- the better for all concerned. twenty-two story office building now 
ance and he can absolutely determine In my own mind I know that an ad- being completed at 225-241 West 34th 
on the spot the method of its use after  vertising fund appropriate to such a Street, and will move from his present 
his death through placing it in the hands gigantic campaign could be raised with offices at 120 Broadway on or about 
of the trust company. a very minimum tax on the prospective April 1, 1925. 
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7| FOUR BLIND MEN | | 


AN SD ote the year ending June 30, 1924, four blind men attained membership in the gt 
Two Hundred Thousand Dollar Club” of the New York Life Insurance Company |% 


Ys aad g 
4 Their names, Branch Offices and records of paid insutance were as follows: va 
vs Va 
4 Jutius Jonas, 42d St. Branch, New York City................. $215,500 & 
ca S. R. Hurr, Youngstown, Ohio, Branch...................... 300,916 Yi 
di Paut Kerr, Knoxville, Tenn., Branch..................622---. 406,405 € 
‘A W. KaurMann, Manhattan Branch, New York City......... 515,750 ie 
P“) 

wr . N ae | 4 Vv 
%. _ The 1924 $200,000 Club Class contained 929 members. These are the largest writers } 
#/| of business in the Company’s agency force of 8,500 men. Three of these four blind men were Ss 
‘| among the 300 largest producers in the Club. 


Their records ought to make the blood of every life insurance man tingle, and be to him | jg 


| a clarion call to duty. They ought to shame every agent who, with health and all his senses, |%- 
™\} does not make a good living. i 
LAN The fault, dear Brutus, is not in our stars, i 
A But in ourselves, that we are underlings.” S 
x ant | Pe 
i What is their secret? Is it the character of the Company they work for—its history, |K 


~| policies, management? 


#| of every agent. The secret lies deeper than this. 

Ma 

mi The first named of these four men, in addition to his work as agent, has interested himself 
wt 


success, too. 


Does the secret then lie in a state 
s} serenity of mind through unselfish service? 


Sa likely that had something to do with it, but that is in the kit 


*. | in publications for the blind, and finds in this service great satisfaction. 
7” | his secret when he said at the Club meeting in September: 


ro “If I could recover my vision and had at the same time to go back to my old 


state of mind, I would much prefer to be without the so-called vision and 
tt enjoy the contentment I now feel. 


of mind? 


dt An, agent must reach that serenity of mind to be highly efficient and happy. All men 
can keep within hailing distance of Mr. Jonas by insuring their lives for the protection of 
‘| their families. That is unselfish service, and it brings real joy. 
#\ the uninsured and the half-insured) feel sometimes like shirking, remember these Four Blind 
Men and get a new grip on yourself. 


NEW YORK LIFE INSURANCE COMPANY, 


DARWIN P. 


And did he and his fellows achieve that 
It looks that way. 


He in effect revealed 


And they all achieved 


If you (meaning agents, 
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KINGSLEY, President. 
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Great Selling Values 
Through Advertising 


A DEVELOPMENT OF FUTURE 





Winslow Russell Sees Concentrated Ad- 
vertising As Answer to Insurance 
Selling Problems 





The New England district convention 
of the Associated Advertising Clubs of 
the World was held in Hartford this 
week and the insurance section met in 
the auditorium of the Phoenix Mutual 
Life with Leon A. Soper, manager of 
the Sales Promotion Department of the 
Phoenix Mutual, presiding. 

Vice-President Winslow Russell of the 
Phoenix Mutual, and George A. Morse, 
of Moore & Summers, general agents of 
the New England Mutual Life, were the 
speakers. 

“Is there a tangible product that would 
long remain unmarketed should those 
who are responsible for national busi- 
ness progress learn that the population 
in a given territory was less than one- 
tenth saturated with that needed pro- 
duct?” said Mr. Russell. “Yet in life 
insurance this is a fact. We are dis- 
tributing about eleven billion dollars a 
year of new life insurance in spite of 
any real concentrated selling effort, 
rather than because of it, and more than 
nine-tenths of coverable human life in 
America is still unprotected. Evidence 
is easily obtainable to prove that the 
American buying public is hungry to 
know more about insurance than we 
have yet given them. 

Any reasonable time control study of 
selling effort in insurance will show that 
salesman turnover, the most expensive 
part of a policyholder’s cost, is caused 
because of the spread between his in- 
terviews and his sales. Other lines of 
business found this out before we did 
and they found a remedy, and have 
developed in a comparatively _ brief 
period that great concentrator of sales 
effort—advertising. 

One great concern which marketed 
last year $125,000,000 worth of products 
has the smallest number of salesmen in 
its history. They are doing the largest 
business in their history... They are in- 
vesting the largest sums in advertising 
in their history and attribute their suc- 
cess largely to this phase of their sell- 
ing effort. In five years’ time their 
percentage of selling costs has been re- 
duced from 30% of their sales to six 
per cent. Their salesmen are better 
paid on the average than when their 
selling cost was five times greater. 

The insurance field is the most fruit- 
ful potential field in America for the 
application of the concentrated selling 
impetus which can be given to it 
through that silent but powerful salesman 
—advertising. Men in this room will live 
to see the day when all forms of in- 
surance will be marketed at a much 
lower selling cost—in very much larger 
amounts—with fewer but more com- 
petent salesmen, far better paid than 
now. It is my honest conviction that 
a combination of research for finding 
the needs and advertising to satisfy them 
will some day so revolutionize our busi- 
ness that present figures of accomplish- 
ment will seem insignificant when com- 
pared with the result of such concentra- 
tion of endeavor. 

_ Advertising as a concentrator of sell- 
ing effort to me holds the only answer 
to the future selling problem of insur- 
ance. There is no evidence to the con- 
trary. There is accumulative evidence 
that it has been done in every other 
line. Why not give it a chance to show 
us what it has shown so many others? 





Not a Crooked Loss 
Doctor: “Did that medicine straighten 
your husband out all right?” 
ife: “Yes, we buried him yesterday.” 
—College of ‘the Pacific W eekly. 


Consecutive Weekly 
Production Records 


ONE AGENT REACHES 276 MARK 








State Mutual Compiles Production Rec- 
ords of Its Field Men; Some High 
Continuous Production 





The State Mutual Life of Worcester 
has compiled the continuous weekly pro- 
records of its field repre- 

and the list contains some 
interesting figures. The best record for 
consecutive weekly production by one 
of the company’s agents was established 
by A. L. Gates of the New Haven agency 
who ran his string of consecutive weeks 


duction 
sentatives 


up to a total of 276 or over five years, 
every week of which saw at least one 
completed application go out to the 
home office. 

C. E. Espenschied of St. 
W. S. Judkins of Waltham, associated 
with the Lowell agency, have consecu- 
tive weekly production records which 
are very similar in at least one respect. 
Mr. Espenschied became associated 
with the St. Louis agency in January, 
1921, and in every week since that time 
has produced at least one application, 
the total now standing at 199 weeks, 
nearly four years of consecutive wee- 
ly prdouction. Mr. Judkins joined the 
Lowell agency on March 25, 1922, and 
after writing two cases in April, 
started his record of consecutive weekly 
production on May 1, 1922, and has not 
since failed to write at least one appli- 
cation every week. 

Another of the company’s salesmen 
who has made a good record is Niar 
Barnes of the New Haven agency, who 
has, up to the time this is being written, 
produced one application or more every 
week for a total of 152 weeks, nearly 
three years or almost the entire period 
of his association with the company. 

The Syracuse agency has been run- 
ning a wee'ly production contest for 
several months, the agency leader be- 
ing L. C. Rowley with a total of 39 
weeks of regular production of at least 
one application a week. 

The Atlanta agency has three sales- 
men who have started records of week- 
ly. production. Benjamin Neely of that 
office has produced one application each 
week for 15 weeks. J. W. Bryant and 
Dr. C. E. Buchanan both have rec- 
ords of 14 weeks of consecutive weekly 
production. 

B. W. Ayres of Springfield has started 
a weekly production record by writing 
at least one application a week for 13 
weeks. 

B. H. Micou of Detroit, who recently 
joined that agency, has already produced 
an application a week for 10 weeks. 

E. Borden of Fall River, asso- 
ciated with the Providence agency, is 
a consistent producer and, at the time 
this is+*written, has a record of 10 
weeks consecutive weekly production. 

D. S. Hall of Kansas City is another 
agent whose record at the present time 
is 10 weeks of consecutive weekly pro- 
duction. 

The Buffalo agency has long been a 
booster for weekly production. Bruce 
Sweet of that agency had a record at 
one time of 200 weeks of consecutive 
production. William Munson had cred- 
it for a record of 149 weeks, made while 
he was with that agency, and J. F. 
Nash and J. A. Neilson have both ex- 
ceeded one year of consecutive weekly 
production. C. R. Scribner has made a 
good record for weekly production dur- 
ing this year. 


Louis and 


ENTER COLORADO 


The Massachusetts Protective Life As- 
surance Company, and the Lincoln Lib- 
erty Life Insurance Company of Lincoln, 
Nebraska, have been given the neces- 
sary permit to do business in the state 
of Colorado. 





The 
Chicago Evening Post 


Publishes from one to two pages of Insurance News 
of an educational nature every Monday 








On December 31st a special Insurance Review of 
the year 1924 will be issued, with a circulation of a 
national character 





Advertising space and articles in review of various 
companies should be reserved by November 25th to 
insure good position 





Address 
Frank F. Loomis, Insurance Editor 


Chicago Evening Post Chicago, II]linois 





Insurance Advertising 
IN CHICAGO 


The Chicago Evening Post for the past four years 
has led all Chicago newspapers in insurance advertis- 
ing, and in 1923 it carried more than seven times as 
much as its nearest competitor. 


The Chicago Evening Post carried 161,714 lines 
more than all the other Chicago papers shown on the 
following list combined, both morning and evening. 


The Chicago Evening Post carried 205,186 lines 
more than all the other Chicago evening papers com- 
bined. Here are the figures: 


POST . . 226,487 lines 


PS sec icdweeesida00seee 6,482 “ 
4,460 ? 


It Pays to Advertise in a Newspaper Read 
by the Class of People Financially Able to 


Become Good Customers 


These figures supplied by the Advertising Record Company, an Independent Audit Company. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





- 














We meet him al- 


“I’m Paying most every day, 
for Our says the Pruden- 
New Home” tial—the prospect 


who says “I’m pay- 
ing for a home; I can’t afford life in- 
surance.” 

Ask him who would pay off the loan 
if he didn’t. Would his wife be any 
more able to do so? Suppose his loan 
is $7,000 and his interest 6 per cent. Say 
to him, “If your interest was suddenly 
raised to about 7% per cent. and you 
couldn’t get money for less, you would 


pay the difference without much addi- 
tional effort, wouldn’t you?” “Certain- 
ly.” “Then, why not protect your 


mortgage with a fifteen-year term pol- 
icy which would cost you for $7,000 only 
$87.57 (age 34) and shift worry from 
your shoulders and those of your wife 
as to what will become of your home 
should you pass out before paying off 
the mortgage?” 


~*~ * * 


Last month Robert 


Signing A. Brown, of the 
at High Russell agency of 
Pressure the Pacific Mutual 


Life at Los Angeles, 
started out to set a new record for num- 
ber of applications produced. 

It is interesting to note that in one 
case a prospect had been asked to sign 
a $1,000 application, instead he later in- 
creased the amount voluntarily to $50, 
000, and still later before the expiration 
of October, after he had been notified 
that the company would accept more in- 
surance, the amount was raised to $100,- 
000 Another, who had originally ap- 
plied for $1,060, advised the medical ex- 
aminer to tell Mr. Brown to increase 
the amount to $50,000. 

Contrary to the general method em- 
ploved by many who have attempted to 
establish a new record, Mr. Brown main- 
tained a consistent program. He re- 
tired regularly at 9 o’clock every eve- 
ning and arose at 6 o’clock on the fol- 
lowing morning, and one of the most 
interesting features of his entire cam- 
paign was the fact that he never en- 
gaged in any business on Sunday. Dur 
ing the Russell campaign regular meet- 
ings were held at the home office on 
Tuesdavs and Thursdays, from 12 until 
1 o'clock Mr. Brown attended every 
meeting held during the month 

At the end of the second day he had 
20 applications and 12 promises. For 
the first week and a half he was able 
to maintain his regular schedule, but 
it was on the 10th of October that word 
came from Sturgeon Bay, Wisconsin. 
that Farl M. LaPlante had set a new 
record of 251 completed applications. 
During the first three weeks Mr. Brown 
experienced a great deal of difficulty in 
making his regular calls because he was 
devoting his time to men who main 
tained offices in the business district of 
the city. It was impossible to get 
around conveniently, and for a while he 
emploved a chauffeur in order to save 


his time. About the 15th of October 
he had 103 completed applications to 
his credit, and it was not until later 


in the month that the most interesting 


phase of his campaign matured. He 
had sent out a form letter requesting 
the recipients to return the enclosed 


card, indicating their willingness to hear 
his story. The first mail brought in 
three replies from men located at widely 
separated points. It would have been 
unwise to attempt to call upon these 
people, for there was a danger of their 
not being in their offices. Consequently, 


he employed the telephone, and for the 
first time during the month he closed 


his first case by this means. The other 
two were also completed in the same 
way. Mr. Brown thus decided to devote 
the remaining days of the month to sell- 
ing insurance to friend and _ stranger 
alike over the phone. From then on he 
secured on an average about one appli- 
cation out of every ten calls made. Of 
these about one in four were from 
strangers. Mr. Brown constantly sat at 
his desk with the receiver at his ear, 
and in one day received twelve applica- 
tions over the phone. More than $747,- 
000 of written business was completed 
during the month. Of these there were 
four $100,000 applications. 


*~_ * * 


“The greatest in 
ducement to life in 
surance is man’s love 
for his family and his 
desire to provide se- 
curely for their future welfare and com 
fort. A great deal of sentiment usually 
attaches to the making of the insurance 
contract. 


Policies as 
Christmas 
Presents 


“Christmas is rapidly approaching and 
if there is one time during the year 
when the man of family has a more 
sentimental interest in his loved ones 
than at any other time, that time is 
Christmas! Therefore, the season is 
now most opportune for the urging of 
life insurance, since no present within 
the means of the average man could be 
so fraught with sentiment, and at the 
same time so practical, as an insurance 
contract guaranteeing to the family that 
in the event of his untimely death the 
means of celebrating future holiday sea 
sons in the manner to which he has ac- 
customed them will be at their disposal 

“The folder enclosed with this Bulletin, 
‘The Widow's Story of Santa Claus,’ is 
a very effective interest-arouser at this 


particular time. You should mail this 
folder to a well-selected list of pros 
pects. Mail it to their homes. Do not 


wait for replies, since they are not likely 
to come, but follow up closely with a 
personal call.”’—Illinois Life Bulletin. 








* * * 
The Provident Life of Chicago has 
been licensed in Missouri. 

CL --— - = =F 
INSURANCE COMPANY 
of NEW YORK 
ETHELBERT IDE LOW, President 
The 64th Annual Report shows: 

Premiums received during 
ee $7,686,855 
1} Payments to Policy holders 
and their Beneficiaries in 
Death Claims, Endow- 
ments, Dividends, ete...... 5,871,544 
Increase im Assets.......... 2,401,567 
Actual Mortality 56% ef the 
amount expeeted. 
Insurance im Force.......... 247,373,210 





Admitted Assets 


FOR AGENCY APPLY To 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 














NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 




















Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high — for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Its policy contracts give to each individual insurer full protection, safeguarding, at 
de same time, the interest of all its policyholders. 

Has always extended reasonable assistance and encouragement to its reprosentatives 


to develop and hold their business. ; : 
John Barker, Vice-President Frederic H. Rhodes, Vice-President 























= = 


MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 
Office for information. - ; 

Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. Faithfully serving insurers 
since 1878. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A few agency openings for the right men. 
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40,000 Names 


of prospects sent us by policyholders for the use of 





our salesmen during October, which was “Service-to- 


Policyholders Month.” 


BANKERS LIFE COMPANY 
GEO. KUHNS, President 
DES MOINES, IOWA 














AND CHRISTMAS! 


Christmas, the most generous season of the year, may 
be linked up with profit to the mission of your business. 


Now is the time to write those Christmas policies for 
making certain the tinseled tree in future years and for 
proving the enduring love of the father for his family. 





and a special policy jacket, gay in the colors of 


application ; = 
Lincoln National Life for its agents as another aic 


A Christmas policy 
the holly bough, are issued by 1e 
in getting the business. 

— 


Ss ———— SPT 
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The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 








Lincoln Life Building Fort Wayne, Indiana 


Now More Than $325,000,000 in Force 
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Discuss Disability 
Clause in Policies 


TO EDUCATE POLICYHOLDER 


U. S. Chamber of Commerce Devotes 
Bulletin to “Safeguarding an 
I ” Disc . 








The latest bulletin of the insurance de- 
partment of the U. S. Chamber of Com- 
merce is devoted to an educational article 
on “Safeguarding an Income” in which 
protection against disability is discussed. 
Outlining the scope of the disability 
clause in life contracts, the bulletin de- 
scribes this coverage as follows: 

“An individual may obtain protection 
against permanent total disability in 
either of two ways; by a clause attached 
to a life insurance contract or by a sepa- 
rate accident and sickness policy. As 
a general proposition, the other forms 
of disability may be covered only by the 
latter means. It is important for the 
life insurance policyholder to understand 
this so that he does not expect benefits 
from his disability clause which it was 
not designed to give. The most common 
forms of permanent total disability 
clauses which may be endorsed on life 
policies are: 


Waiver of Premium 


“In the event a life insurance policy- 
holder becomes totally and permanently 
disabled before attaining a certain age 
no further premium payments are re- 
auired. Tf disability is incurred after 
that age, provision may be made for al- 
lowing premiums to accumulate without 
interest as an indebtedness against the 
poliev. The waiver of premium clause, 
obtainable at a very small additional cost. 
enables the insurance to be carried to 
maturity and thus tends to prevent lap 
sation at a time when the life protection 
is most necessary. 


Maturity of Policy 


“Another clause which may be incor 
porated in the life contract will cause it 
to mature in event of total and perma 
nent disahilitv prior to the insured reach 
ine a stated ave. The face of the policy 
is then paid either in a lump sum or in 
installments, usually the latter. 


Monthly Income 


“The protection afforded under a dis 
abilitv clause mav be further extended 
to guarantee a monthly income if the 
insured hecomes totally and permanently 
dicahled hefore a given age, sav. 60 vears 
When the life insurance policvholder has 
secured such a clause, the monthly in 
come he receives ordinarily amounts to 
1% of the face of the contract. Under 
some clauses, the income commences six 
months after date of disability, while 
under others it is payable from the in 
ception of disabilitv. The benefits paid 
are not deducted from the proceeds of 
the nolicv at maturitv. This has the ad 
vantage of indemnifving the policyholder 
without decreasing the protection which 
has heen provided for dependents. The 
waiver of premium provision is generally 
inclvded with the income feature. 
“While this clause was originally de 
sioned to cover only permanent total 
disability some companies have extended 
the protection even further within the 
past few years. One clause, for ex 
ample. provides that any total disability 
extending beyond a period of three 
months will be presumed to be perma- 
nent while it lasts whether or not proof 
of such is available. This amounts in 
effect to covering temporary total dis- 
abilities lasting more than three months 
as well as permanent total disabilities.” 


Insurance Scheme 
Dropped by Canada 


CO-OPERATED WITH COMPANY 





Ontario Government Treasurer Had 
Arrangement for Accepting Savings 


Deposits; Caused Confusion 





In 1922 the Assured Savings Agency 
of Toronto effected an arrangement with 
the Ontario government whereby pre- 
mium payments were turned over to the 
provincial treasurer and on which the 
government paid 4 per cent. interest. 
According to the agreement the gov- 
ernment was to act as agent of the 
company as custodian of deposits but 
was not in any way to guarantee the 
payments or assume any obligations of 
the company. ; 

The impression was apparently quite 
general amongst the public that the 
government was responsible for the in- 
surance and an enormous amount of 
correspondence was carried on by the 


government to explain this situation. 
Furthermore, life insurance activities 
were carried on in numerous places 


where no government savings office was 
maintained and this resulted in trans- 
fer of funds and other difficulties. 

The insurance accounts now amount 
to about half a million dollars on which 
the government is paying 4 per cent. 
interest, although it is able to: borrow 
money freely in the open market for 
3 per cent. 


WRITES PAYROLL DEDUCTION 
Connecticut General to Accept Small 
Monthly Deposits Through Em- 
ployer; Other Features 
The Connecticut General Life has 
started to write insurance for emploves 
on the payroll deduction plan by which 
employes with the co-operation of the 
employer can buy small amounts of in 
surance on a monthly premium basis. 
Premiums will be deducted from the 
pay envelope by the emplover and for 

warded to the company. 

The usual medical examination will 
not be required, .except where the in 
surance exceeds $3,000. 

In its advertising literature the com 
panv is calling this plan “The Salary 
Savings System.” 

Emplovers seem to be very willing to 
co-operate with the company in selling 
the idea to their employes. 

“The plan has much to recommend it 
to both policevholder and agent,” savs the 
company. “The former will find the in- 
surance easy to swing because the 
monthly payments are small and the 
money will not go through their hands 
at all. The agent can, therefore, hope 
for a low lapse rate. and consequent 
profitable renewals. He can also hope 
to write large numbers of policies in a 
short time because his prospects will he 
closely grouped.” 


CHINESE HIS SPECIALTY 

J. H. Denver-Jones, of the West Coast 
Life of San Francisco, who has been in 
charge of the Chinese department of the 
company in Los Angeles, where he has 
a large clientele among the well-to-do 
merchant class in that city, has been 
placed in charge of the Chinese depart 
ment at Seattle. 

Mr. Denver-Jones is an 
life underwriter who was a resident of 
China for many years. He speaks the 
language fluently. The West Coast Life 
limits its Chinese business to the better 
class risks of whom their are great num- 
bers on the Pacific Coast. 


experienced 








THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE. MARYLAND 
Incorporated 1882 
Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 
J. C. MAGINNITS. President 


















POLICY 

YOU CAN 

SELL WITH 
PROFIT 


No, this is not an invitation 
for you to leave your own 
company, but just a sugges- 
tion to make your time yield 
more profits under our plan of 
improved brokerage service in 
branch offices. 


The Champion Income Accident 

policy is just one of the liberal, up-to- 
the-minute accident policies offered by 

us—it is a silent partner to the man dependent 


upon his efforts for his income and appeals to every 
prospect. 


This policy with its distinctive provisions is in- 
dicative of the progressive spirit inherent in all 
lines of protection offered by this company—Life, 
Accident, Health and Group. Under our plan you 
can place with us profitably (because all commis- 
sions on such business placed with us belong to 
the broker) business in the following lines: 
Accident Insurance 
—accident, health and income accident 
Group Insurance 
—life, accident and sickness 
Life Insurance 


—substandard and surplus business 


What Our Branch Office Service 


Means to You 


Extremely liberal first year commissions and 9 
guaranteed non-forfeitable renewals, on all life 
business you place with us regardless of volume. 


Awards and honors on same basis as offered to our 
regular agents—in 1925 a trip to Cuba at our 
expense is open to you. 


Expert advice and assistance on surplus and sub- 
standard life, accident, and group insurance. 


Business handled either on a contract or a one-case 
agreement basis. 


Prompt action and liberal underwriting rules. 


Write us for Furthe D tails 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS 
M. E. SINGLETON, President 


LIFE — ACCIDENT — HEALTH — GROUP 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 
ation, office and place of business 8 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 
Telephone number: Beek- 





newspaper. 
man 2076. 


Subscription Price $3.00 a year. Single 
‘opies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
sountries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class mvtter April 
5, 1907, at the Post Office of New York 
wnder the act of March 3, 1879. 





WISCONSIN TREASURY NOT 
SARD UP” 

In the annual report of the Wiscon- 
sin Insurance Department it develops 
that the legislature granted the Wiscon- 
sin Insurance Department an appropria- 
tion of $52,300 for expenses incurred in 
the fiscal year ending June 30, 1923. 
The actual amount expended by the De- 
partment for salaries was $30,130; for 
printing, postage, etc., $8,884, a total of 
$39,014. 

That was what the Insurance Depart- 
ment had to spend. 

On the other hand, so that the legisla- 
ture might not feel too depressed over 
the $52,300 appropriation the receipts of 
the Insurance Department for the fiscal 
year ending June 30, 1923, were $1,599, 
335, “which,” says the commissioner 
proudly, “represents the largest amount 
ever collected by this department,” and 
which was paid back to the state. 

Included in the $125,552 fees collected 
by the Department is an amount of $4,728 
examination expenses. The companies 
paid these expenses. “This is the actual 
expense of the department in conducting 
examinations of insurance companies 
during 1923,” added the’ commissioner. 

“Fire department des” collected by 
the commissioner and then paid to cities, 
towns and villages “entitled to them” 
amounted to $212,249. 

Now, accepting for the moment the 
commissioner's language that the cities, 
towns and villages are entitled to these 
fees, are those municipalities showing 
any special attention and consideration 
to the fire companies, such, for instance, 
as making regular inspections?  Let’s 
see. Commissioner W. Stanley Smith 
Says: 

One of the duties of the commissioner 
is to collect a 2% tax on all fire insur- 
ance premiums paid in cities, villages and 
towns having regularly approved fire de- 
partments. During this year there was 


collected and paid out $212,249.64 for the 
maintenance of the fire departments in 
these cities, villages and towns. 

It should be pointed out to fire depart- 
ment chiefs by the officers of cities, 
villages and towns that it is their duty 


to make regular inspections and reports 
to the Industrial Commission on general 
condition of fire hazards as they exist 
in their territory. If these inspections 
are not made, the Industrial Commission 
will make them and charge the expense 
of making them to the amount of fire 
department dues held by the Commis- 
sioner of Insurance. No fire department 
dues Are paid to qualified cities, villages 
and towns until the inspections and re- 
ports are made. 


Is it possible that some of the in- 
spectors are not inspecting? It looks 
so! 

Fire insurance companies profit by fire 
departments and that is the reason why 
they are subject to the special 2% tax. 
The property owners who also benefit 
through the presence of fire-fighting 
companies and equipments get this bene- 
fit for nothing. If the idea is defensible, 
if it is really a good one, Senator La 
Follette might use his influence in his 
state for an extension of the principle. 
Why not a 1% tax on traction corpo- 
rations, the proceeds to go to munici- 
palities which maintain street cleaning 
brigades, thus assisting those corpora- 
tions to run their cars smoothly and ex- 
peditiously through the public highways? 
Or a 3% tax on the banking industry, 
proceeds to go to those municipalities 
which maintain police forces which bene- 
fit the bankers and trust company men 
through discouragement of hold-ups, 
thus protecting deposits? 

The idea is big with possibilities and 
here is a good way for the Senator 
greatly to increase the revenue of the 
only state which, in his opinion, voted 
right in the last election. 








George P. Peck Completes 
Half Century in Insurance 
George P. Peck, of Syracuse, special 
agent of the Pennsylvania Fire and the 
Commonwealth of New York in western 
New York State, was guest of honor at 
a luncheon given him Tuesday at the 
Down Town Association here by the 
officers and staff of the North British & 
Mercantile group of companies on the 
occasion of his completing fifty years in 
fire insurance. For forty of these fifty 
years, Mr. Peck has been in the field. 
At one time he was president of the 
Underwriters Association of New York 
State. Mr. Peck is one of the most 
popular field men in the Empire State 
and this week he has been receiving 
hosts of telegrams from his friends 
everywhere. 





ORDERS AN ASSESSMENT 

Judge Wilkerson of the Federal Court 
in Chicago, receiver for the Associated 
Employers’ Reciprocal, the Sherman & 
Ellis concern, has ordered the levying 
of an assessment upon the members of 
double their annual premium. The Re- 
ciprocal’s attorneys had formerly de- 
clared an assessment would be unneces- 
sary as the guarantee policy with Lon- 
don-Lloyds insured them against such a 
contingency. W. T. Erwin, at present 
the attorney in fact, states that the re- 
cent convention examination made by 
insurance departments of 10 states 
showed a deficit July 28th of $2,019,605. 
The loss ratio so far this year has ex- 
ceeded 70% and the free surplus, ex- 
cluding advanced deposits on account of 
earned premium, has been exhausted. 





$6,000,000 BOND 

Charles Fagg, the new assistant man- 
ager of the National Surety in Detroit, 
came to town recently with a $6,000,000 
county depository bond proposition, cov- 
ering six banks in Detroit. He told the 
men at the Joyce banquet the other 
night that three minutes after he had 
presented the cover for consideration at 
the head office it had been approved. 














The Human Side of Insurance 











W. E. MALLALIEU 


W. E. Mallalieu, manager of the Na- 
tional Board of Fire Underwriters, was 
the guest of honor last night at the 
Drug & Chemical Club at a dinner 
tendered by the New York Pond of the 
Blue Goose of which he was recently 
elected the head. Among the companies 
which had tables were the Home, Liver- 
pool & London & Globe, Commercial 
Union, Great American, North River, 
Niagara and Newark. C. J. Doyle, of 
counsel for the National Board, and 
others spoke, the affair having many 
felicitous features. 

* Ok Ok 


Frederick H. Ecker, vice-president of 
the Metropolitan Life, got on the front 
page of the New York newspapers this 
week when he criticised Mayor Hylan’s 
administration for inaction in meeting 
the crying need for more transportation 
facilities for New York’s millions. Mr. 
Ecker was speaking as- president of the 
New York State Chamber of Commerce 
and he was voicing the sentiments of 
the leading businessmen of the state. 
Mayor Hylan promptly got on New 
York's municipal radio, WNYC, and 
broadcasted an attack on Mr. Ecker. It 
is getting to be a compliment to be at 
tacked by Mayor Hylan. It definitely 
places one on the constructive side of 
things. 

kok 

Junius E. West, lieutenant governor of 
Virginia, who is a member of the in- 
surance agency firm of West & Withers, 
Suffolk, handling general lines, an- 
nounces that he has decided after mature 
consideration not to offer for governor 
of Virginia in next summer’s democratic 
primary. Instead, he will be offered for 
re-election to the office which he now 
holds. So far, no other candidate has 
come out for this office. 

* oe OK 


Howard T. Osborn, supervising special 
agent of the National Surety, who has 
been assisting in putting on a sound 
business basis the Seibels-Bruce agency 
at Columbia, South Carolina, returned to 
New York this week. 


SQUARE CLUB DANCE 


Elaborate preparations are being 
made by the Insurance Square Club 
for the entertainment of its members 
and friends in the Grand Ball Room 
of the Hotel Pennsylvania on December 


They have arranged an attractive pro 
gram consisting of professional vaude- 
ville acts. Dancing will follow with 
music furnished by the famous “Victor 
Dance Orchestra.” Tickets are $1.10 
each and are rapidly being purchased. 


Judge Harry L. Conn was elected judge 
of the Supreme Court of Ohio for the 
short term by a majority of 294,000. The 
short term expires December 31, 1925. 
It is rumored that Judge Conn will re- 
turn to the Insurance Department, but 
no confirmation is obtainable at this time. 
Judge Conn was formerly insurance su- 
perintendent of Ohio. 

kk Ok 


Claris Adams, the Indianapolis lawyer 
who has made quite a hit at various 
insurance conventions, including that of 
the casualty people at White Sulphur, 
made this impression on Philip Braniff, 
of the T. FE. Braniff Co.: 

“And Claris Adams—gentlemen, he’s 
the kind of a fellow who could sell a 
‘tea-pot’ to a defeated Republican candi- 
date—he’s a lawyer—I’ll bet many a time 
he has stood up in court and made the 
villian tear up the mortgage and bring 
back the child. He talked words of 
wisdom that even I could understand.” 

kok Ok 





Wilmer L. Moore, president of the 
Southern States, attended the Insurance 
Advertising Conference in Pittsburgh 
this week and told of the cooperative 
advertising in three newspapers of At- 
lanta by life insurance. One of the big 
things about this cooperative life adver- 
tising he said was that it sells the busi- 
ness of insurance to the agent. 

* * 


Napoleon Picard, who promoted and 
organized the Insurance Exchange Build- 
ing in Chicago, and who has been its 
manager ever since, has resigned as of 
November 15, to go into the real estate 
business as president of the Federal Im- 
provement Corporation, suburban sub- 
dividers. 

* Ok Ok 

Miss Alice Lakey, publisher of “Insur- 
ance” and insurance specialist of the 
General Federation of Women’s Clubs, 
will address the District of Columbia 
Life Underwriters Association, at Wash- 
ington, D. C., on “A Friend in the 
Home,” Wednesday night, October 29. 

ae 


Charles B. Fitch of Fort Wayne, Ind., 
has been a representative of the Na- 
tional Life of Vermont for thirty-three 
vears. He is a man of varied talents and 
interests. In 1889 he was appointed the 
first actuary of the Indiana State insur- 
ance department, a post he held for two 
vears. At present he is a director of the 
Indiana Chamber of Commerce, Fort 
Wayne Chamber of Commerce, and nu- 
merous other organizations. 


* * * 


T. B. Williams, of the Philadelphia 
agency of the Equitable Life of Iowa, 
made a radical change in his life at the 
age of 52, when he became an agent for 
that company. He made a pronounced 
success of this new field and has been 
with the company for seven years. Last 
month he wrote a total of $210,000, an 
average of over $3,600 per case, with 
an aggregate premium of $7,000, nearly 
$35 per thousand. 

* * x 


W. J. Hatcher has resigned as super- 
intendent of the rain and flood depart- 
ment of the Hartford’s western depart- 
ment to go into the local agency busi- 
ness at Rice Lake, Wis. Mr. Hatcher 
was with the company some twenty-eight 
years, having received his early training 
in the western department general of- 
fice. For a number of years he repre- 
sented the company as a special agent 
in the State of Wisconsin. General 
Agent Dugan has announced that it has 
been decided to consolidate the rain and 
flood. business with the hail department 
under the direction of L. G. Warder, 
superintendent, and W. J. Henneman, 
assistant superintendent. 
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Jersey City Fires 
May Cost $2,000,000 


TWO BAD CONFLAGRATIONS 





First Destroyed Tenements and Large 
Industrial Plants; Second Swept 
Waterfront 
Two disastrous fires in Jersey City on 
last Friday and Sunday threaten to cost 
fire and marine insurance underwriters in 
the neighborhood of $2,000,000, unless 
early reports have been grossly exag- 
gerated. The first conflagration, occur- 
ring on Friday, swept away nearly two 
blocks of tenement dwelling houses, de- 
stroying plants belonging to the Amer- 
ican Sugar Refining Company and also 
the plant of Battelle & Renwick, one of 
the largest saltpeter concerns in the 
country. This latter loss will fall heavi- 

est on the fire underwriters. 

Insurance on the properties of Bat- 
telle & Renwick, which were a total loss, 
were distributed as follows: on four 
buildings, $250,000; on stock and ma- 
chinery, $337,250, and on use and oc- 
cupancy, $10,000. 

For a while there was great anxiety 
among underwriters for fear there would 
be a heavy loss on the American Sugar 
plant, but it was discovered that that 
structure had been eliminated from the 
company’s insurance schedule as it had 
not been operated as a refinery for sev- 
eral years. Its value has been written 
off by the American Sugar Refining 
Company and the property carried for 
the value of the land. 

One or more outlying buildings of the 
refining company were, however, insured 
for a total of nearly half a million dol- 
lars, but these buildings are reported to 
have been only slightly damaged by the 
fire. 

Sunday’s fire swept along the Jersey 
City waterfront totally destroying two 
Erie railroad piers, fourteen barges, and 
a large amount of freight stored on the 
piers and awaiting shipment. A pier be- 
longing to the American Railway Ex- 
press Company, on which was standing 
a train heavily loaded with very valu- 
able express matter, was saved through 
heroic efforts on the part of firemen. 
Had this pier and its contents been de- 
stroyed another million dollars would 
probably have been added to the total 
fire loss. 

The New York Board of Fire Under- 
writers, through its Loss Committee, 
which is handling the insurance losses 
sustained through both these fires, had 
not received early this week the Erie 
pier schedules so it was unable to give 
any data on the exact losses there. Sev- 
eral small claims for damage done to 
merchandise stored on these piers have 
been received already. Marine under- 
writers will escape with comparatively 
few losses for most of the merchandise 
on these piers was covered by fire in- 
surance, not marine, although the 
barges were covered by a large local 
fire company. 








ASKS ABOUT ANNEXES 





President Beach, of New York Associa- 
tion, Says That They Are 
Growing in Number 
In the latest bulletin of the New York 
State Association of Local Agents, 
Eugene A. Beach, president of Syra- 
cuse, asks the members of the associa- 
tion if they have given thought to the 
large. number of annexes. “This is a 
growing evil,” he said, “which means du- 
Plication of agencies, new appointments 
and bringing into the business a host of 
unqualified agents.” He continues: 
“There were 165 underwriters’ agencies 
In 1923. Nearly as many annexes as 
companies. How many were born this 
year? We don’t know, but the list 

8tows. How do you feel about it?” 


Hirao, of the Tokio, Will 
Visit South America 


VISITED MANY “STATES HERE 





Says Property Loss In Japanese Earth- 
quake Insurance Loss Was About 
Fifty Million Dollars 





H. Hirao, resident managing director 
of the Tokio Marine & Fire, one of 
the most distinguished insurance men 
in Japan, who sails for South America 
tomorrow aiter a long tour of America, 
including visits to Texas, Massa- 
chusetts and several other states, has 
been most hospitably received here ex- 
cept in one particular. Nearly every 
morning when he picked up the New 
York “Times” his eyes greeted a front 
page story of a fire of considerable con- 
sequence, and three of these large fires 
were in New Jersey. He was assured 
by American friends, however, that New 
Jersey fire stories do not constitute a 
permanent niche in the “Times” front 
page; that tomorrow or the next day 
the same place may be taken by a 
scandal in the movies or something of 
a constructive nature. 

Mr. Hirao is very much interested in 
school work and while in this country 
he called upon many important educa- 
tors. When seen at the office of the 
Tokio he was asked by Tue EASTERN 
UNDERWRITER to tell something about 
the Japanese earthquake. He said that 
the property loss in Tokio and Yokohama 
amounted to five billions of dollars of 
which the insurance loss was 10%. 
The public at first tried to collect un- 
der their policies in both domestic and 
foreign companies, but found that they 
could not do so because earthquake was 
not covered in the fire policy. 

The Tokio decided to pay 10% of 
the amount insured anyway, despite it 
was not liable, and paid about $1,500,- 
000. This was greatly appreciated by 
the Japanese public. There were a 
number of court proceedings against 
some of the Japanese companies because 
the public could not understand why 
they could not collect for earthquake, 
but the government intervened and 
finally made loans, payable up to fifty 
years, and some companies paid 5 or 6% 
out of these loans. The foreign com- 
panies decided to return a year’s pre- 
mium to policyholders. 

The only insurance for earthquake 
was in Lloyds and this covered a few 
buildings only, among them the Grand 
Hotel and Union Club, Yokohama, 
which claims were of course paid. 

In the fire the building of the Tokio 
M. & F. withstood the earthquake shocks 
and is still standing and in running con- 
dition. The biggest tragedy of the fire 
was the suffocation by heated air of 
about 70,000 people who crowded into 
a vacant lot compound, seeking safety 
from the flames. 

Asked about the failure of the water 
supply Mr. Hirao said: “Well, what 
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could you expect? At one time there 
were 126 fires under way.” 

In speaking of the marine market 
Mr. Hirao declared that the rates in 
New York are the lowest in the world, 
or as he expressed it: “New York is 
the lowest marine market.” Sailing 
with him for South America was Shinzo 
Ito, of the foreign marine department 
of the Tokio. 





COMMISSIONERS’ COMMITTEES 


The new president of the commis- 
sioners’ convention, J. C. Luning of 
Florida has appointed his committees. 
Head of the committee on blanks is 
Henry D. Appleton of New York, who 
has held this difficult job for some time. 
Head of the examinations committee is 
Joseph Button of Virginia; of the fra- 
ternal insurance committee, T. M. Henry 
of Mississippi; of the committee on 
rates of mortality and interest, W. S. 
Smith of Wisconsin; of the social in- 
surance committee, R. C. Clark of Ver- 
mont; of the taxation committee, Ben 
C. Hyde of Missouri; of the valuation 
of securities committee, James A. Beha 
of New York. 





CAPITAL . 
LIABILITIES _. 
NET SURPLUS 
TOTAL ASSETS 


J. A. KELSEY, President 





STANDARD 
INSURANCE COMPANY 


OF NEW YORK 
Statement June 30, 1924 





Head Office: 45 John Street, New York 


. «  «  $1,000,000.00 
eae 4 433,830.37 
, 1,159,784.60 
2,593,614.97 


GEO. Z. DAY, Secretary 








MUST TURN OVER BOOKS 





Latest Development Regarding Penin- 
sular Fire of Lansing, Mich., 
Proceedings 


Lansing, Nov. 18—Though directors of 
the Peninsular Fire of Grand Rapids, 
tried to withdraw dissolution proceed- 
ings which had been begun in circuit 
court after Judge M. L. Dunham had 
refused to allow Henry A. Brink, presi- 
dent of the company, and erstwhile tem- 
porary receiver, to remain in the latter 
capacity, the Judge refused to allow such 
action late Monday and ordered Brink 
to turn over the books of the company 
to the Grand Rapids Trust Company, 
named by him as temporary receiver. 
The court’s order followed a hearing of 
a previous order obtained by the Trust 
Company requiring Brink to show cause 
why he should not relinquish control of 
the company’s affairs. Brink maintained 
that the directors’ action through their 
counsel in seeking to end the dissolution 
proceedings for the time being nullified 
his ousting and that he could, therefore, 
keep control of the reins. This the court 
denied, thus allowing the Trust Com- 
pany to take over affairs of the company. 
Brink’s removal followed a protest on 
the part of the City of New York In- 
surance Company, an alleged creditor, 
and a faction among the Peninsular 
stockholders at retaining as one receiver, 
one so closely identified with the com- 
pany’s interests. 





UNIQUE FIRE COMPANY 


The Building & Loan Fire Insurance 
Co. is being organized by building and 
loan association men under leadership 
of the United States League of Build- 
ing Associations. It is estimated that 
premiums on homes being purchased 
through building associations amount to 
$20,000,000 a year. Headquarters of the 
new company will probably be in Cin- 
cinnati, Ohio. The building and loan 
associations have total combined assets 
of approximately four billion dollars. 
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Massachusetts Agents 
to Give Credit Views 


QUESTIONNAIRE IS SENT OUT 


Prepared by Representatives of Agency 
and Brokers’ Organizations; Cas- 
ualty, Fire and Surety 
Over in Massachusetts the different 
agents’ and brokers’ associations are try 
ing to help the companies get prompter 
remittances, and some time ago a commit 
tee on the credit system in the collection 
of fire and casualty insurance premiums 
was appointed. As a result of the dis 
cussion and conferences a questionnaire 
has been prepared which will be sub 
mitted to insurance men throughout the 
state The report of the committee 
which prepared the questionnaire is 
signed by William FEF. Macy, Insurance 
Brokers’ Association of Massachusetts; 
I’. R. Smith, Massachusetts Association 
of Insurance Agents; Edward J. O'Neill, 
Surety Underwriters’ Association; Wal 
lace F. Flanders, Massachusetts Casualty 
Underwriters’ Association; Eliot R 
Howard, Mutual Fire Insurance Associa 
tion; R. S. Hoffman, Boston Board of 


lire Underwriters. 
The Questionnaire 
Phe questionnaire is as follows: 


“Please read all these questions care 
fully before attempting to answer any 
f them. Then give us vour best thought 
on each question 

“I. Do you favor a uniform credit 
system applying alike to all buyers and 
sellers of insurance contracts? 


\nswer: 
“9 


Do you believe that any time limit 
of credit as between General Agents or 
Company Offices on the one hand and 
sub-agents or brokers on the other, is 


enforceable, or would prove workable, 
unless some way is devised for collect 
ing premiums from the assured within 


a like period? 
\nswer: 


“3 Do you favor making every insur- 
ance policy automatically void at the end 
of sixty days if the premium has not 
been paid? 

Answer: 

“4. Tf it can be done by statute, would 
you favor amending the Massachusetts 
standard form of fire policy to accom- 
plish that result? 

Answer: 

“S There being no standard form of 
casualty policy, would you favor a special 
statute, if obtainable, which would ren- 
der all casualty policies void under the 
same condition ? 

Answer: 

"1; 


or if 


Failing the necessary legislation, 
you answer “No” to questions 4 
and 5, would you favor a rider to the 
same effect, which shall be attached, by 
mutual agreement, to every insurance 
policy ? 
Answer: 
‘7, Do you believe that such a clause 
would be enforceable under any volun- 
tary agreement without adequate 
penalty for violation? 


SOME 


“8. Would you live up to 
agreement? 
NepeUrees &:5 chs Ah ott ee cera oon ies 
"9 Do you think all signatories to 
such an agreement would live up to it? 
NSO 2 4 nia owe ewaloa tas 
‘MQ. Tf you do not think this plan of 
attaching a rider would prove effective, 
can you any way ot enforcing 
the agreement against possible violators ¢ 
MERE Son 5 ona taa nck ew sae ratna eS a Rw eS 
“I. Have you any suggestions to 
offer as to either or both of these plans, 
or have you any other plan think 
is better: 


supevest 


you 


as you would like, write us a letter set 
ting forth your views. We want the full 
est expression of opinion possible and 
will any constructive sugpes- 
tions you can offer which will help us 
all toward a solution of this most diffi 
cult question.” 


wel Ome 
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Atlantic City Hotel Fires 
Will Bring Loss of $250,000 
Fire which damaged or destroyed three 
hotels in Atlantic City on Monday and 
badly damaged the famous Million Dol- 
lar Pier is likely to cost fire insurance 
companies approximately $250,000. The 
Bothwell Hotel was a total loss; the 
Wiltsire was damaged to the extent of 
about 10%, and the Hotel Seneca was 
a total loss. The Million Dollar Pier 
was damaged to the extent of about 
$30,000 and carried $38,000 insurance. 
There was $86,000 insurance on the Both- 
well and contents and $114,000 on the 
Seneca and contents. It is reported that 
the net lines of companies were small. 


SUES EXCHANGE MEMBERS 

Phe receiver of the Indiana Employers’ 
Reciprocal and the Indiana Coal Oper- 
ators’ Reciprocal has begun suit against 
the members to collect $68,000 to make 
up the deficits in the concerns’ accounts. 


SINGER INCORPORATES 

Daniel J. Singer, Inc., New York City, 
has been chartered at Albany with a 
capital of 100 shares non par value to 
underwrite insurance. G. G. Singer, T. 
R. Brooks, Hotel Belleclaire, Broadway 
and 77th Street, and A. E. Maves, 68 
William Street, New York City, are the 
directors and subscribers. A. Kk. Maves, 
68 William Street, is attorney for the 
corporation. 


NATIONAL VIEWPOINT 

In order to secure closer co-operation 
with the state associations the executive 
committee of the National Association 
of Insurance Agents has agreed that 
each state association should send a 
representative to all important meetings 
of the executive committee. State asso- 
ciation presidents are also to be ac 
credited representatives for the national 
association in their states and responsible 
for development of national association 
policies in their territories. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal B President 

John Kay. Pres. and Treas. 
Waite Bliven, Vice-Pree. and West. Mgr. 
A.H tary 


. H. Hassinger, 
Welle T. Bassett, 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J. 


Organized 1855 








eZ y 1, 192 
ASSETS AND LIABILITIES 
Capital ...... . *$3,000,000.00 
Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. 8,181,979.10 


Net Surplus... *3,501,619.22 





eer $14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*As changed April, 1924. 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Davis G. Vaughan, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


GirardF.sM. 


INSURANCE CO. 


of Philadelphia 


Organized 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
| ae $1,000,000.00 
Reserve  Reinsur- 

ance Fund and 


Reserve for all 
other liabilities.. 


Net Surplus.... 


2,949,854 .39 
1,075,257.03 
brckisuebieierete $5,025,111.42 


Policyholders’ Surp!as, 
$2,075,257.03 


Total 








Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


MECHANICS 


of Philadelphia 
Organized 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Canital 2.05.03 $ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities... 


Net Surplus.... 


2,208,445.09 
865,373.90 
<cenaeee $3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 














H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. Hathaway, Secretary 

A. H. Hassinger, etary 

Wells T. Bassett, 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organised 1866 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 
Reserve Reinsur- 
ance Fund and 
all other Habili- 
| eee er reer 


de 2,938,245.94 
Net Surplus 


... -1,819,295.35 





Total . +. -$4,757,541.29 


Surplus to Policyholders, 
$1,819,295.35 
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What Constitutes 
Expert Testimony? 


IN PROSECUTING ARSON CASES 
National Board ‘feneutigues Discusses 
Expert and Opinion Testimony at 
Meeting Here 
Edward KE. Dession, special agent of 
the Arson Department of the National 
Board of Fire Underwriters, spoke at 
the annual meeting here last week on ex- 
pert and opinion testimony in arson 
cases, comparing the value of each as 
factors in securing arson convictions. 
He drew the conclusion that such opin 
ion is of great value to establish motives 
particularly when mercantile stocks are 

grossly over-insured. 

folowing are extracts from Mr. Des 
sion’s address: 

“T have been assigned the subject of 
expert testimony and will briefly dis 
cuss my views on it trying to confine 
my endeavor principally to the uses of 
expert testimony in criminal cases. 
Opinion testimony and expert testimony 
are so closely allied that it is necessary 
to discuss both to intelligently present 
the subject. 

“To illustrate, 1 will mention that 
some experts can only render an opin 
ion, such as a handwriting expert who 
by comparison of handwriting testifies 
that in his opinion the same man wrote 
both the specimens tendered him for 
comparison. ‘This opinion is admissible 
as evidence, there being no known 
science of comparison of handwriting by 
which positive facts can be developed. 
Therefore, in that instance opinion evi 
dence is allowed to be presented to the 
trial jury for whatever they may con 
sider it is worth. 

“On the other hand, a fingerprint ex 
pert testifies he obtained from a_ table 
top a set of fingerprints. The finger 
print expert you see does not render an 
opinion but presents positive facts de 
veloped through his expert knowledge 
of fingerprint work as an accepted means 
of identification. 

“The rule of procedure in the intro 
duction of expert testimony in a court 
trial is the same in every state. A 
foundation must be laid by qualifying 
the witness as an expert, this usually 
being done by, a series of questions cov- 
ering the witness’s schooling, length o1 
practice, and experience on the subject in 
which he is an expert. 

Expert Testimony Dangerous 

“To prove a crime solely by expert 
\ stimony is a procedure frowned on by 
the courts unless the expert is one of the 
cass that testifies to facts he has de 
v Joped, such as a chemist who testifies 
i a case of homicide that his analysis 
revealed a quantity of poison in the 
st mach and intestines of the corpse and 
that this quantity of poison determined 
by actual measurement was sufficient to 
ca, se death. 

_ The use of expert testimony to estab 
lis the commission of arson in an arson 
case is dangerous and usually not ad- 
missible. An Ohio court rendering a de- 
cision on this subject said: ‘Where, in 
an arson case, the cause of the origin 
ot the fire is the subject of inquiry, it is 
prejudicial error to permit witnesses to 
state the conclusions they have reached 
Irom things they have seen and_ the 
facts they have related, but the witnesses 
having related the facts, the jury should 
be left to draw their own conclusions.’ 

“A question may arise in.your mind as 
to who are experts on any particular sub- 
ject, art, or profession, and an interest- 
ing decision clearly answering that ques- 
tion was rendered by a Kentucky court 
in the case ot Dugan vs. the Common- 
wealth, in which the court said: ‘Experts 
acquire knowledge through actual ex- 
perience and by their study of certain 


Arson Bureau Convention 








different phases 


spoke at this gathering including: 


manager of the National Board. 





Arson Bureau Men Meet 


Special agents of the Arson Department of the National Board of 
Fire Underwriters held their annual meeting here November 13 and 14 
which was given over largely to hearing reports from various agents on 
of arson detection and prosecution work. 
was held at 76 William Street at the National Board headquarters. In 
addition to the special agents, a number of prominent fire insurance men 
N. S. Bartow, president of the Queen, 
and vice-president of the National Board; 
the National Association of Insurance Agents; C. E. Case, assistant U. S. 
manager of the North British & Mercantile; and W. E 


The meeting 


Walter H. Bennett, secretary of 


*. Mallalieu, general 








subjects. They in that manner qualify 
themselves to give opinion on certain 
subjects of which they have special 
knowledge, and it is competent for them 
to do so within certain limitations.’ Ac- 
cording to this decision we can, there- 
fore, classify any Fire Chief, or in fact 
any fire fighter of experience, as an ex- 
pert and through their testimony, if it is 
properly elicited, present to a jury some 
opinions that are of great value in tend- 
ing to establish the corpus delicti in an 
arson case. For instance, a Fire Chieti 
would not be allowed to testify that in 
a certain fire he saw black smoke which 
indicated oil had been used but he would 
be allowed to testify that in this fire 
under investigation he saw black smoke 
which looked exactly similar to another 
fire in which quantities of oil were con- 
sumed. tle could not testify that the 
smoke caused a burning sensation in his 
eyes indicating the presence of gasoline, 
but he could testify that the smoke at 
this particular fire gave a burning sensa- 
tion which he noticed in a fire which 
destroyed a garage in which there was 
a quantity of gasoline. 
Opinion Testimony Admissible 


“Opinion testimony can be presented 
without qualifying the witness as an ex- 
pert. But upon examination it has no 
merit. It was apparently leveled at the 
testimony of firemen that certain stock 
ings and rags, found by them on the 
premises immediately after the fire was 
subdued, were saturated with oil, and as 
to the character and odor of the smoke 
that prevailed in the premises while they 
were fighting the fire. We think the 
testimony competent. Common ob- 
servers, having special opportunity for 
observation, may testify to their opinions 
as conclusions of fact, although they are 
not experts, if the subject matter to 
which the testimony relates cannot be 
reproduced or described to the jury pre 
cisely as it appeared to the witness at 
the time, and their opinions are such as 
inen in general are capable of forming 
with reasonable correctness on the facts 
observed. 

“It is seldom, however, that we are 
jorced to rely entirely on expert testi- 
mony or even opinion evidence to estab- 
lish independently the corpus delicti in 
an arson case. In our line of investiga- 
tion the use of expert testimony is 
largely confined to the chemist who tes- 
tifies that the liquid he analyzed is a 
highly inflammable substance and_ this 
testimony is usually used to corroborate 
opinion evidence rendered as an observer 
or as an expert, as the case may be, by 
the Fire Chief or his men. 

In cases of arson expert and opinion 
testimony is of great value to establish 
motive particularly when mercantile 
stocks that are grossly over-insured are 
concerned. The average adjuster is com- 
petent to qualify as an expert on values. 
When it is not advisable to use an ad- 
juster’s testimony a local dealer experi- 
enced in buying and selling stocks of 
merchandise similar to the one at issue 
and who has been accorded an oppor- 
tunity to inventory and appraise this 
stock can be qualified as an expert and 
testify accordingly.” 


Bluffing Dishonest 
Claimants To Quit 


WHEN GUILT 


41s APPARENT 


But Conviction in Court Is Difficult Be- 
cause of Rules of Arson Evidence; 
Personal Anecdotes 
Cleverness and shrewdness, and even 
what might ordinarily be called sharp 
practises, are perfectly ethical in dealing 
with the fire insurance crook, the assured 
who makes fraudulent proofs of loss, in 
the estimate of Victor J. Cohen, special 
ayent of the arson department of the Na- 
tional Board of Fire Underwriters. Mr. 
Cohen, in a talk at the annual meeting last 
week of the special agents, described 
methods he adopted to save insurance com- 
panies from being cheated by crooked 
claimants. Some of his remarks on in- 
vestigations of suspicious losses follow: 
There is an aspect in the process of 
investigating suspicious losses—especially 
those of the foreign born of some East 
Kuropean countries—which has attracted 
iny attention and on which I wish to 
dwell in briet. It is a feature which, 
obviously, you have not overlooked in 
your own work, but it is likely, just be- 
cause | have not had the same amount 
of practical experience in the juris- 
prudence and court procedure of the 
United States, that I have instinctively 
viven it more thought than would other- 

wise have been the case. 

I refer to the experiment of getting 
a dishonest assured to abandon his claim 
either of his own free will or by keeping 
him in suspense as to the progress of 
the investigation, and this, until such 
time as the technicalties of the insurance 
contract and recognized legal procedure 
will operate against the collection of 
his illegitimate claim. 

To some this proposal may seem un- 
ethical. It may be argued that as long 
as we are not able to gather evidence 
which would be admissible in a court of 
justice to fight a fraudulent claim, it 
would be just as well to drop the case 
and work on something else. I will 
answer the contention thus, that from 
the moral standpoint I would not have 
that much scruple when an individual of 
this character is concerned, and as to 
the advisability of spending time on the 
case, I will say that while I do not over- 
look the limitations of the Arson Depart- 
ment from the viewpoint of the numerical 
strength of its force, with the con- 
sequent impossibility of giving every 
such case attention to the detriment of 
other cases potentially more promising, 
still I ‘a feel that a tactful and diplo- 
matic intimidation of the dishonest 
claimant, effected by way of innuendos 
and allusions—though never by direct or 
implied threat—would go a long way 
in substantially reducing and sometimes 
altogether eliminating the crooked claim. 


Reaction of Near Easterners 


Last year I mentioned that in deal- 
ing with a native of the East European 
countries, the direct threat should never 


be resorted to. There are, to be sure, 
instances where this method may suc- 
cessfully be employed, but in the ma- 
jority of cases the only immediate cer- 
tainty that a man of this type derives 
from a threat is that the person making 
it has absolutely no means of carrying 
it out and that he is simply trying to 
break his morale in the hope of obtain- 
ing information which he evidently does 
not possess. Of course, this is exactly 
the case, and the man, in a second, knows 
what attitude to adopt and maintain. 

I have told you that people of the 
East mistrust your so-called good in- 
tentions. They have never, to begin 
with, been accustomed to kindness on 
the part of the authorities of their native 
lands; they feel that the minute the au- 
thorities have something “on them” they 
will act forthwith without giving him 
any warning in advance. So that when 
the evidence, in your own mind, is con< 
clusive as to the assured’s guilt—al- 
though incapable of legal demonstration 
—the only way is to make him feel that 
you are performing your investigation as 
a matter of routine, that it is being made 
for statistical purposes, and that you 
are really not directly concerned with 
the criminal features of the case. 

At the same time, in a detached way 
you can incidentally mention such points 
as, in your opinion, tend to show his 
criminal agency but without stressing 
them. If, as is very likely, you have 
thus happened to refer to an item which 
he, of necessity, is acquainted with, you 
have well started the process of alarming 
him. Now he is worried; he does not 
understand you; he would like to con- 
tinue the conversation in the hope of 
finding out how well informed you are; 
then he wonders if anybody has seen 
him or his torch set the fire; he is also 
worried as to the findings of the policy 
and the fire marshal’s office; he tries 
to speculate as to whether you have 
been acquainted with their plans, and 
whether they intend to prosecute. And 
here at this point, you start your acting. 
Assuming a face that implies perfect 
knowledge both of the fire and of what 
is awaiting the firebug, you suddenly ask 
him if he is married; whether he has 
any children; are they young? Do the 
questioning in a way which suggests 
deep sympathy and concern for them, 
should anything untoward happen to 
him. 


Shrewdness Must Be Practised 


You may gather from this that I am 
resorting to rather unfair tactics and 
that my conduct would not be considered 
ethical, but in dealing with an_ in- 
dividual of the character mentioned I be- 
lieve the end will justify the means. 
‘Now this is enough for one interview. 
Then you may choose to go and see 
some of his countrymen. You may be 
able to start a coriversation about the 
fire, without appearing to do so, and an 
occasion will surely present itself where 
you will be able to show these people 
that you are a mine of secret informa- 
tion as to the crime and as to the punish- 
ment that awaits the culprit. But, of 
course, you are affirming nothing. It 
will not take, in some instances, five 
minutes after you have left before the 
assured is apprized with the details of 
your conversation. 

His worry will increase. Keep up the 
acquaintance and see him again. Then 
arrange, provided you are sure of your 
ground, for the insurance company to 
call for proofs of loss where the law 
calls for the filing of such a document. 
You will find that so long as his inde- 
cision continues, so long as he is kept 
guessing as to the progress of the in- 
vestigation, that he will refrain from 
signing proof of loss. If then, at a 


psychological moment you advise him to 
file it, the very fact that you are mak- 
ing the suggestion will induce him to 
his belief being that the 


withhold it, 
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An explosion, occurring at about 
nine o’clock in the morning of Nov- 
ember 14th, in a chemical factory in 
the mercantile and manufacturing 
district of Jersey City developed into 
a conflagration. Seven hours later 
there was left the smouldering ruin 
of many huge buildings with the fire 
loss estimated in millions of dollars. 
This again proves that even with a 
highly efficient city fire department 
a conflagration in congested districts 


can hold sway. 


Jersey City’s Conflagration 



















A conflagration of this nature dem- 
onstrates most forcibly the neces- 
sity for not only adequate fire insur- 
ance, but full and complete lines of 
business insurance such as Use and 
Occupancy, Explosion, Rents, etc. 
There is only one sure way to make 
business financially safe against 
losses of this kind and that is suff- 


cient, dependable insurance. 


A policy in The Home Insurance 
Company provides the protection of 
America’s Largest and Strongest 
Fire Insurance Company. 
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moment he files his proof of loss he com- 
pletes the crime in the eyes of the law. 

If you make it a practice of calling 
on him occasionally, and of advertising 
your presence in the neighborhood, in 
cooperation with the police and fire de- 
partments, then it is probable that the 
time for filing the proof of loss will have 
expired before he dares comply with the 
request. Evidently in a civil suit this may 
assist or perhaps be sufficient to defeat 
the claim. I have seen extracts of favor- 
able decisions handed down by the New 
York courts, where the policies called 
for the filing of proof of loss within a 
specified period of days, irrespective of 
whether the company repeated the re- 
quest by letter or not. It would follow 
that in states where the request is 
formally made in writing and the as- 
sured fails to comply, the decision would 
“a fortiori” be in favor of the under- 
writers. 


Instances of Success 


Now you may think that I have been 
theorizing. But I have not. I am speak- 
ing from my own experience and I have 

in mind at this time four specific cases. 
‘1. A loss in Yonkers, New York, in- 
volving $2,500—claim abandoned. 

2. A loss in Thomaston, Connecticut, 
involving $11,000—claim abandoned. 

3. A loss in Kingston, New Jersey, 
involving $13,000—nine months after the 
fire proof of loss has not been filed in 
spite of formal request. 

4. A. loss in Commack, Long Island, 
involving $9,700—filed proof after sixty 
days; claim rejected by underwriters; 
action started by assured; final com- 
promise $1,300. 

Some of us, I mean the more experi- 
enced of us, may be apt to think—“Here 
is a case that simply cannot be made. 
No court will admit such evidence; no 
grand jury will indict; no district at- 
torney will even consider such evidence.” 
Granted. But my contention is that 
“bluffing” when it is done with discretion 
and is practised on a decidedly guilty 
conscience, may be successful and result 
in the saving of considerable money to 
the companies. J do not suggest this as 
a universal and invariable rule. Ob- 
viously, we must consider the man and 
the case and the other contingencies. 





Moffatt Names Heads of 
Nat’l Ass’n Committees 


President Thomas C. Moffatt of the 
National Association of Insurance 
Agents has just announced the follow- 
ing appointments as chairmen of the 
regular standing committees: Confer- 
ence Committee, Thomas C. Moffatt, 
chairman, Newark, N. J.; Financé Com- 
mittee, J. A. Giberson, chairman, Alton, 
Ill.; Legislative Committee, Colonel 
Walker Taylor, chairman, Wilmington, 
N. C.; Membership Committee, Clyde B. 
Smith, chairman, Lansing, Mich.; Griev- 
ance Committee, Ben. L. Agler, chair- 
man, Youngstown, Ohio; Fire Preven- 
tion and Conservation Committee, Wil- 
liam B. Calhoun, chairman, Milwaukee, 
Wis.; Casualty and Surety Committec, 
: E. Harrington, chairman, Atlanta, 
qa. 

The members of .the Conference Com- 
mittee are as follows: Cliff C. Jones, 
Kansas City, Mo.; Frank, R. Bell, 
Charleston, W. Va.; Will J. Beggs, 
Cleveland, Ohio; Charles I. Lunsford, 
Roanoke, Va.; A. P. Cunningham, Dal- 
las, Texas. The members of the other 


standing committees will be announced 
shortly. : 





OFFERS REINSURANCE PRIZE 


A. Rendtorff, president of Sterling Of- 

ces, Ltd., at the annual dinner last week 
of the Insurance Society of New York, 
offered a prize of $50 to be awarded 
annually to the person who presents the 
best paper on some phase of reinsurance, 
the subject to be selected and conditions 


of competition to be laid down by the 
society. 














Tourist Floater Risks 


Jewelry, Furs and Personal Effects covered 
against “ALL RISK” losses anywhere in 
the Wide World—Form broad and liberal. 


Particulars upon request. 


MARSH & MSLENNAN 


175 West Jackson Blvd. 
CHICAGO 
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Anticipating Fires 
To Fool the Firebug 


EVIDENCE USUALLY EXISTS 


H. P. Ruthenberg of National Board 
Tells of Preparations Used Before 
Fires Are Started 








To keep just one step ahead of the 
firebug is the aim of fire insurance com- 
panies and for that reason special agents 
of the Arson Department of the Na- 
tional Board of Fire Underwriters main- 
tain a constant lookout for fires which 
they can anticipate and so prevent, or at 
least escape loss by cancelling the insur- 
ance. Special Agent H. P. Ruthenberg 
related last week as follows some steps 
taken by investigators in searching out 
conditions leading to deliberately 
fires: 


set 


I believe it is safe to say that the ma- 
jority of fires are anticipated especially 
those of incendiary or suspicious origin. 
The insurance companies themselves an- 
ticipate these, if not, why the Committee 
on Incendiarism and Arson. 


In our investigations we generally find 
some one person at least, who, when in- 
terviewed, seems not to have been sur- 
prised that the fire had occurred. I do 
not include the assured, who, after re- 
sorting to every subterfuge in endeavor- 
ing to explain incendiary conditions 
found after the fire, accuses the “un- 
known.” He surely anticipated it. I 
mean those persons who before the fire 
noticed some unusual or peculiar in- 
cident or had personal knowledge of the 
affairs of the assured which caused them 
to expect that something was going to 
happen. This must be true because in 
court with the exception of what they 
anticipated, we depend on their testi- 


mony to show the preparation and the 
motive for the fire. 

We often find that these people who 
expected something was going to happen 
had made known their suspicions to 
others, often to local and state officials. 
Unfortunately the information was either 
totally disregarded or remembered only 
after the fire had occurred. Before the 
fire, it was valuable, after the fire it 
often becomes the useless topic of con- 
versation and criticism. We must posi- 
tively avoid the latter because it is doubly 
applicable to us, for rarely do we enter 
a city, town or village to make an in- 
vestigation but that these same officials, 
usually fire chiefs, make at least some 
vague remark that they anticipated a 
fire or fires in some one industry or dis- 
trict, or amongst certain classes or race 
of people. ; 

Being intent on working up our own 
case or pressed for time, we promptly 
forget the remark. However, we found 
on several occasions that the remark 
was occasioned because a fire was ex- 
pected in some one certain place. Some 
times the Chief has fairly definite 
reasons, often only the so-called “Fire- 
man’s hunch;” at any rate the fire 
eventually occurred. 

When cases of this kind are brought 
to our attention and time permits, I be- 
lieve it would be well to try to get the 
names and addresses of the assured, class 
of building, and nature of business, the 
insurance involved, and whatever other 
facts are available at the time and send 
it to the office. If of sufficient impor- 
tance, the information will most likely 
reach the interested companies. At any 
rate it will be of more value than your 
own mental memorandum. 


Presentation For Fires 


The subject of ,anticipated fires be- 
comes of more importance when your 
attention is directly called to apparent 


preparations for a fire, but still no 
definite information of an_ intended 
touch-off, which I will mention some 


cases that have from time to time been 
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brought to my attention. The practice, 
though now prohibited in many cities, of 
covering the entire show windows and 
doors with advertisements of a mark- 
down sale, in smaller retail establish- 
ments preventing a view of the store 
from the outside, generally accompanied 
by suspending merchandise from wires 
around the store. Invariably there is a 
large accumulation of rubbish and the 
boxes on the shelves are empty. 

Investigation of fires in Pittsburgh and 
Ambridge, Pennsylvania, developed that 
various people had noticed such condi- 
tions and anticipated the fires. With 
this lesson in mind while in Dallas, 
Texas, where the conditions described 
existed to a marked degree, inquiries at 
local agencies showed a general over- 
insurance. Inspections by the firemen 
with orders for the removal of the ad- 
vertising matter, disposal of rubbish and 
the burning of a night light, coupled 
a few cancellations of insurance 
policies, reduced the number of fires. 
Within a month, of the places under 
suspicion, eight or ten of the firms 
failed; a number of others moved out. 

Our investigations of fires of factories 
or loft buildings used for the manu- 
facture of clothing, novelties, leather 
goods, etc. generally develop apparent 
preparation or motive, such as a shut- 
down of the plant, dismissal of the night 
watchman, goods of discarded styles, 
finished merchandise not made at the 
plant, large returns of faulty material, 
removal of goods before the fire, con- 
struction of sealed stock rooms, prevent- 
ing sprinkler systems to accomplish their 
purpose. We find that these conditions 
have been noticed before the fire and 
that its occurrence occasioned no sur- 
prise. Invariably these people, often 
firemen, have knowledge of certain other 
establishments where some such condi- 
tions exist and where fires are an- 
ticipated. 

Every special agent has in some one 
of his investigations found goods that had 
been damaged in previous fires. Fre- 
quently the presence of machinery or 
stock from a previous fire has been 
noticed by firemen in their fire pre- 
vention inspections and the matter re? 
ported as suspicious to fire headquarters. 
I am speaking only of stocks on which 
a total loss was paid by the companies 
and the general practice being to leave 
in the premises of the assured the entire 
burned stock and equipment which has 
no apparent salvage value, such condi- 
tions were lately encountered in Boston 
and Haverhill, Massachusetts. 

It would be the height of folly to as- 
sume that in all the cases mentioned 
the assured intended to have a fire, but 
it is reasonable to assume that in most 
of such instances a fire would be wel- 
come. At any rate they cannot be de- 
sirable risks and I suggest that in cases 
of this kind, when brought to our atten- 
tion, that we report all facts to the of- 
fice. There they will be available to the 
companies and at least it relieves us of 
the responsibility of determining whether 
a more complete investigation is desired. 





HEADS SMOKE & CINDER CLUB 


Clarke N. Hunt was last week elected 
head of the Smoke and Cinder Club of 
Pittsburgh at the annual election of of- 
ficers held at the William Penn Hotel. 
Mr. Hunt is connected with the Agri- 
cultural, and succeeds E. R. Porter as 
president of the club. Other officers 
elected include: vice-president, John E. 
Sautter, Royal; secretary, Walter Vol- 
brecht, Yorkshire; treasurer, H. R. Al- 
lison, Farmers of York; membership 
committee, W. R. Adams, Commercial 
Union; H. Chapman, Springfield Fire & 
Marine; and C. Timberman, Fireman’s 
Fund. 





MIDDAGH WITH SUPERIOR FIRE 


The Superior Fire of Pittsburgh has 
appointed J. R. Middagh special agent 
for southeastern Pennsylvania, Maryland 
and New Jersey, with headquarters at 
Lancaster, Pa. He was formerly special 


agent in the same territory for the Na- 
tional Union. 

















Page 20 













UNDERWRITER ama 


— = — 





November 21, 1924 





——_— 





Advising Public of 
a City’s Rerating 


NEW SCHEDULE IN ROCHESTER 





R. S. Paviour & Son Interpret an In- 
surance News Event in an Intelli- 
gent and Clear Fashion 


The re-rating of fire insurance rates 
in Rochester did not pass without re- 
ceiving attention from R. S. Paviour & 
Son in the interesting news sheet gotten 
out by that enterprising agency. Here’s 
the way the event was treated in the 
news columns of the Paviour publica- 
tion which goes to its clients and to 
others interested in insurance topics: 

“A corps of rating experts is now en- 
vaged in the big task of revising all the 
fire insurance rates on business property 
in Rochester. Many hundreds ot the 
new rates which have already been pub- 
throughout the various local 
are strikingly different irom 
the old figures—some are higher and 
some lower. When all the rates are re- 
published, the average cost oi fire insur 
ance will be about the same. 

“Under the new uniorm 
building construction, building 
kind of occupancies, exposures by other 
property and inside fire protection are 
just a’ tew of the features which enter 
into the rate making. The new sched- 
ules make a more equitable distribution 
of insurance cost by more adequately 
penalizing poor conditions irom an 1in- 
surance standpoint and rewarding good 
conditions. ‘This is proved by the fact 
that the rates on fire-resistive construc- 
tion with approved inside fire protec 
tion are generally lower and the rates 
on old buildings with many tenants, 
open heat processes, unprotected floor 
openings and bad housekeeping condi 
tions are generally higher. 

“As a result of charges being made in 
the rates for unsafe gas jets, dirty base 
ments, defective devices of various kinds 
and other conditions tending to increase 
the fire hazard agents are rushing about 
in an efiort to get property Owners and 
tenants to remove these so-called ‘faults 
of management.’ ‘They are also asking 
for the installation of chemical extin- 
guishers, fire doors, watchman’s service 
and other devices which will reduce the 
rates in the form of credits. 


lished 
agencies 


schedules 
area, 


Rate Measures Risk 


“Through the application of these 
schedules property owners are learning 
more than ever before that the rate 
measures the character of the risk from 
a burning standpoint and that good 
construction and internal protection pay 
in doilars and cents. The hundreds of 
changes now bemg made in downtown 
property in order to reduce fire haz- 
ards and get lower rates will materially 
lessen the dangers of conflagration. 

“The community differential of Roch- 
ester is very low. This is the figure 
which is added to all rates and wnich 
represents the efticiency of the fire de- 
partment and waterworks of each com- 
munity. Naturally if this community 
ditterential is high in a given city the 
rates generally in that city are high. 

“Lhe new schedules do not atfect pri- 
vate dwellings or sprinxlered risxs. ‘he 
New Yorx State Insurance Department 
required the insurance companies to 
adopt uniform methods of rating and 
apply them to all sections of the state.” 





LOCAL BOARDS FALL IN LINE 


Local boards from all parts of the 
country are still sending in to the head- 
quarters of the National Association of 
Insurance Agents expressions of loyalty 
to and support for the Milwaukee Dec- 
laration. Among the latest local boards 
to promise to carry out the principles 
ot this declaration are the following: 
Youngstown, Ohio; Utica, N. Y.; Tulsa, 
Oxla.; Kansas City, Mo.; San Diego, 
Cal.; and Atlantic City, N. J. 


W. L. Austin, Albany, 
Gives Harmony Lunch 


J. A. BEHA ONE OF THE GUESTS 
Up-State Agents Also Meet Walter H. 
Bennett, Lawrence Daw and George 
H. Jamison 





In these day when there is a decidedly 
scrappy atmosphere in the insurance 
business, with the Western Union and 
the Western Bureau at swords points, 
the state adding to its power, the agents’ 
national association drawing “loyalty” 
lines between companies, and other 
factional disturbances which are usher- 
ing in the year 1925, William L. Austin of 
Austin & Co., an important agency in 
Albany, decided to throw some oil on 
the troubled waters, and he did it by 
pulling off a luncheon at the Fort Orange 
Club in Albany on Tuesday. Of course, 
Mr. Austin has nothing to do with the 
situation in the West, but the thought 
back of his mind was an endeavor to 
draw the various insurance interests to- 
gether to see if the business cannot be 
made happier by such a contact. 

The Guests 


The guests of honor were James A. 
seha, the superintendent of insurance; 
George H. Jamison, of the New York 
Insurance Department; Lawrence Daw, 
secretary of the Underwriters’ Associa- 
tion of New York State; Walter H. Ben- 
nett, executive secretary of the Na- 
tional Association of Insurance Agents 
and the officers and board of directors 
of the New York State Association of 


Insurance Agents. Among those in- 
vited were: 

Eugene A. Beach Syracuse 
Glenn H. Johnson Syracuse 

W. H. A. Munns Syracuse 

W. E. Boyd, Jr. Syracuse 
Ward H. McPherson Buffalo 

J. W. Rose Buffalo 
Edward S. Hawley Buffalo 
Edward H. Warner Buffalo 
Frank L. Gardner Poughkeepsie 
Gilbert T. Amsden Rochester 

C. J. Ayres Saranac Lake 
W. Clarke Bagg Utica 

Orson L’H. Britton Binghamton 
A. C. Edwards Sayville 


Edward T. Ellis 
Warren M. 


Gildersleeve 


Niagara Falls 
Central Valley 


AGENTS SECURE CONFERENCE 





West Virginia Agents to Confer Here 
Today With Companies About 
New Commission Scale 
The West Virginia Association of In- 
surance Agents this week accepted the 
invitation of the supervisory committee 
of the West Virginia Uniformity Asso- 
ciation to hold a conference in New 
York City today to discuss the new 
commission scale which was put into 
effect in West Virginia on October 1. 
This 20% flat scale was objected to by 
the agents because they had not been 
officially consulted by the companies be- 
fore the change was agreed to in com- 
pany circles. Therefore many agencies 
refused to accept the change and have 
continued to write their business on the 
old scale, or if that was impossible, have 

resigned certain of their companies. 
Those who will attend the conference 
here today from West Virginia include 
A. B. White, Jr., E. F. Holbert, W. S. 
Wysong, P. P. DeVan, Harry Sanders, 
Frank R. Bell, former president of the 
National Association of Insurance 


’ Agents; R. A. Foose, C. W. Thornton, 


and A. L. Kincaid. 

The West Virginia Association an- 
nounces that the following companies 
have subscribed to the sole agency 
agreement in addition to others already 
mentioned: Automobile of Hartford, 
franklin Fire, St. Paul Fire & Marine, 
and Urbaine Fire. 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 

The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 

CHARLES W. HIGLEY, President 
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F. E. SAMMONS, Asst. Secy. 
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Declaration of Independence 


A FACSIMILE copy of the Declara- 


tion of Independence has been is- 











Carroll C. Keeton Elmira 

A. T. Matthews Watertown 
Cc. D. Melhuish Jamestown 
John B. Rogers Warwick 
Theo. L. Rogers Little Falls 
E. Paul Schaefer Mt. Kisco 
Edward J. Dignum Albany 


D. H. DUNHAM DIES 


Daniel H. Dunham, chairman of the 
board of the Firemen’s of Newark, died 
Monday of this week at his home in 
Kast Orange, N. J., from a_ cerebral 
hemorrhage at the age of seventy-four 
years. He would hawe been seventy- 
five years old had he lived until yester- 
day, November 20. The funeral was 
held Wednesday afternoon from the 
Clinton Avenue Reformed Church, New- 
ark, and interment was in the Evergreen 
Cemetery. ; 

Born at Basking Ridge, N. J., on 
November 20, 1849, Mr. Dunham at- 
tended public schools and business col- 
lege and then spent two years in the 
dry goods business before joining the 
liremen’s about 1870. He was first 
elected secretary and later vice-president 
of the company. He became president 
in 1895 and kept this position until 
April of last year when he was elected 
chairman of the board of directors. 
During the twenty-eight years in which 
he actively guided the affairs of the 
Firemen’s Mr. Dunham watched the com- 
pany grow from a small organization to 
a powerful and widely recognized fire 
insurance company. 

Mr. Dunham always took an active 
interest in civic and financial affairs in 
Newark, being connected with the 
Franklin Savings Institution and the 


Young Men’s Christian Association. His 
death brought widespread sorrow among 
insurance people and many outside of 
that profession in Newark. He is sur- 
vived by his second wife and one son, 
two grandchildren and two sisters. 
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Coney Island Explored 
by Robb and Committee 


A CITY OF 





190,000 PEOPLE 





Big Street and Building Improvements; 
$2,500,000 Hotel Going Up; Has 
$1,000,000 Restaurant 





There was a parade in Coney Island 
last week which wasn’t so large but was 
important. It consisted only of two au- 
tontobiles, but in those automobiles were 
Willis O. Robb, manager of the New 
York Fire Insurance Exchange, and 
seven members of the Rate Committee 
of the Exchange. Also in the automo- 
biles were maps, surveys and other doc- 
uments about Coney Island which have 
to do with the insurance business. The 
spectators along the route of the parade 
consisted of members of the Coney Isl- 
and Chamber of Commerce. The object 
of the parade was to prove to the in- 
surance people that Coney Island ‘is a 
real, live city, with a permanent popu- 
lation of 100,000 people, and that it is 
entirely changed in construction from 
what it formerly was and that as an 
up-to-date municipality it can hold up 
its head with any 100,000 town in the 
country. 


Coney’s Side 


“We have been suffering trom our 
reputation of twenty years ago,” said a 
member of the Chamber of Commerce 
to The Eastern Underwriter’s repre- 
sentative. “Everybody who comes to 
New York from this country and from 
across the seas puts Coney on their itin- 
erary, and it is right that they should, 
but the trouble is that many otf the vis- 
itors regard Coney Island in the same 
light as they do the Bowery, as a place 
where red lights flicker, where back- 
rooms with ‘ladies’ and beer steins 
abound, and where the buildings are 
lightly constructed and dedicated only 
to gayety and to merry-go-rounds and 
pleasure parks. 

“It is true that the old Coney of a 
couple of decades ago merited this rep- 
utation, but it’s all changed now. We 
have cut through the congested districts 
with a lot of street improvements; we 
have built a boardwalk which will give 
Atlantic City a run for its money betore 
we get through; we are to see a new 
$2,5U0,000 hotel built as a starter; we 
have a new pumping station; we have a 
high pressure system which is being ex- 
tended; we have many new buildings 
of fine construction. It is true that in 
the summertime we have a visiting pop- 
ulation of 350,000 some Sundays, Satur- 
days and holidays, but there is a big and 
fine population here all the year around, 
and we were glad to welcome the insur- 
ance men and let them look around and 
see the new Coney Island.” 


Million Dollar Restaurant 


The insurance men saw the new 
Childs’ Restaurant, a million dollar af- 
fair on the boardwalk; the new school 
which takes up almost a city block; the 
new branch of the Coney Island Bank; 
the boardwalk changes; and the water- 
works and street improvements. Under 
construction there is the Coney Island 
Theatre which will be a nine-story struc- 
ture; the Coney Island Gas Company’s 
five-story building, almost complete, and 
the new church of the Lady of Solace. 

As the insurance men left the cars 
and began their pilgrimage they were 
greeted by a cry of “Red hots! Have a 
red hot?” from a man on a corner near 
a stand who shivered as he pulled his 
derby hat closer over his ears and 
stroked his straggling beard. 

“Red hots? What’s that?” asked Mr. 
Robb sharply, giving the impression that 
former professors of Greek are not 
familiar with such vulgar expressions. 

“No, thanks,” said Fred W. Kentner, 


coldly. (He is a man familiar with the 
New York idiom.) “We have had our 
luncheon.” 


Incidentally, the Coney Island Cham- 
ber of Commerce feels that it is entitled 


to reduction of rates recently enacted in 
the conflagration era of Coney, Browns- 
ville, Williamsburg and the East Side. 

No requests from the boards of trade 
of Brownsville or Williamsburg have 
been received for a visit by the com- 
mittee, although if the offer is made a 
delicatessen luncheon will be offered as 
one of -the inducements. 

P. S.—Representatives of the Coney 
Island Chamber of Commerce returned 
the call on Monday of this week, visit- 
ing the rooms of the Exchange. 





BROOKLYN BROKERS MEET 


John J. Canning was re-elected presi- 
dent of the Brooklyn Insurance Brok- 
ers’ Association for the third term at the 
annual meeting held last week in the 
Attna Life building in Brooklyn. Other 
officers are: vice-president, Harry E. 
lrancis; secretary, John E. Watson; 
treasurer, John Woodenbury; executive 
committee, John M. Boylan, Lewis 
Arnold, John Egan, Victor A. Gauthier, 
and George H. Holden. Louis Goldstein 
was again named counsel to the associa- 
tion. Mr. Canning has been a forceful 
and successful leader and his re-election 
forecasts greater accomplishments for 
the Association during the coming year. 
The annual dinner will be held Thursday 
evening, January 15, at the Hotel Bos- 
sert. 














Chartered 1811 


NEWARK 


FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$5,207,441 


SURPLUS TO POLICY HOLDERS 
$1,921,968 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


A. R. MONROR, President T. L. FARQUHAR, Vice-President & Sceretary 








ERNEST STURM 


NEW YORK 





businesslike action in adjusting the loss. 


CHAIRMAN OF THE BOARD 


CHICAGO 


Your losses 


Every insurance agent’s 
ing his loss adjustments. 
vany, does the client look for help in the Zero Hour. At 
that time, a straightforward, businesslike adjustment 
means a wonderful advertisement. 


‘ 


‘eood will” goes on trial dur- 
To him, more than the com- 


The following is from a letter recently received from a 
Continental assured: 


“TJ want to state to you frankly that my confidence in insur- 
ance has been greatly amplified by your very prompt and 


The gain or loss 


considered on either side by disaster by fire or any other 
natural cause is one which at best can cause very little satis- 
faction from the exchange of money, but when this condition 
is surrounded by good will and proper business ethics it 
makes the situation much happier.” 


The CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


CASH CAPITAL 


TEN MILLION DOLLARS 


NORMAN T. ROBERTSON 
PRESIDENT 


MONTREAL SAN FRANCISCO 
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United States Mail — 


Necessary 
to Modern 


Business 





Parcel Post insurance also is necessary. 


Great sacks of mail leave thousands of post offices daily 


FIRE 
for transportation to other post offices. Loss and damage to HAIL 
packages is inevitable. The shipper should not bear the loss. a. 
Ohio Farmers Parcel Post insurance will take care of it for him. 
MOTOR CARGO 
Ohio Farmers policies have the whole strength and reputa- TORNADO 


tion of this seventy-six year old Company behind them. Other 


PARCEL POST 
advantages are’ 


GAS EXPLOSION 

TOURIST BAGGAGE 
SPRINKLER LEAKAGE. 
RENT AND RENTAL VALUE 


Sworn proof of loss is not required if the amount of loss 


is less than $10.00. 


Six months time is allowed in which loss notice may be 


presented. USE. AND OCCUPANCY 
Mail packages which the Government can not insure are OR 
covered easily and quickly. BUSINESS INTERRUPTION 
Convenient coupon book makes insuring packages simple AUTOMOBILE: 
and safe. 
You and your clients should know more about Ohio FIRE 
Farmers Parcel Post insurance. THEFT 
COLLISION 


Write “I want to know more about Parcel Post insurance” on a post 


card and mail it to the Company at Le Roy. Complete information will be WINDSTORM 
sent by return mail. 


PROPERTY DAMAGE 
Ohio Farmers Insurance Company 


Organized 1848 - - Le Roy, Ohio 


E. K. Schultz & Company W. L. Perrin & Son 
: GENERAL AGENTS METROPOLITAN AGENTS 
4th and Walnut Streets 75 Maiden Lane 
PHILADELPHIA, PA. NEW YORK, N. Y. 


H. M. Dinsmore & Company 
GENERAL AGENTS 
22 Leidesdorff Street 


SAN FRANCISCO, CALIF. ON TNE FEC 
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Commissioners Praise 
Insurance Day Idea 


CREATES BETTER 


FEELINGS 





Valuable in Educating Public to Im- 
portance and Magnitude of the 
Insurance Business 





Insurance commissioners of most of 
the states sent messages to Connecticut 
endorsing Connecticut's Insurance Day, 
held November 13, when life, fire and 
casualty executives and agents gathered 
together in Hartford to pay tribute to 
the great business of insurance and to 
carry away ideas that would still further 
make for the development of insurance 
and increase its helpfulness to business 
and humanity. Several heads of insur- 
ance departments, including Colonel 
Howard P. Dunham of Connecticut, 
James A. Beha of New York, Wesley E. 
Monk of Massachusetts, and others, 
were present at the Hartford meeting 
and spoke briefly. 

Here are excerpts from a few of the 
letters from other commissioners prais- 
ing the idea which prompted this meet- 
ing: 

Luning of Florida 

J. C. Luning, president of the Insur- 
ance Commissioners’ Convention, and 
insurance commissioner of Florida: 

“T trust that ‘Insurance Day’ will 
prove successful in every way, in im- 
pressing upon the people of Connecticut 
what insurance really means, and in cre- 
ating the best of feeling and co-opera- 
tion between the assured, the companies 
and the agencies which bring them to- 
gether.” 

Scott of Texas 

Jno. M. Scott, insurance commissioner 
o: Texas: 

“I would enjoy very much being able 
to attend, as I am heartily in accord 
and endorse every movement which 
looks to the furtherance of the insur- 
ance business in this country. As Hart- 
ford is the cradle of insurance in Amer- 


ica, I know of no state or city that is 
better qualified or more appropriate for 
the inauguration of an Insurance Day, 
for in the words of Andy Gump, ‘As 
Hartford goes, so goes the Nation!’ 

“I think the idea should be followed 
up by other states, as anything that en- 
larges or educates the people of this 
country to insurance cannot be other- 
wise than beneficial, as insurance has 
become one of the necessities and staple 
products ot the universe.” 

Hands of Michigan 


L. T. Hands, commissioner of insur- 
ance of Michigan: 

“T wish to state, however, that I am 
very much in sympathy with the activi- 
ties of the insurance profession of your 
good state. Connecticut ‘Insurance Day’ 
will be educational to the profession and 
the public will realize the great and un- 
limited responsibility of the insurance 
commissioner of the State of Connecti- 
cut, the insurance company, and their 
representatives, the agent.” 

Wright of Georgia 

Wm. A. Wright, insurance commis- 
sioner of Georgia: 

“T am heartily in accord with any 
movement of this character the purpose 
of which is to bring before the public 
the splendid accomplishments of insur- 
ance.” 

Clark of Vermont 

Robert C. Clark, commissioner of in- 
surance of Vermont: 

“Please extend to the gathering cor- 
dial greetings from the Vermont De- 
partment and best wishes for a success- 
ful meeting. Insurance has come to play 
such an important part in the life of 
every individual that every effort should 
be made to have it honestly sold by 
competent agents intent rather upon the 
quality of their service than upon the 
quantity of their commissions.” 

Baldwin of District of Columbia 

T. M. Baidwin, Jr., superintendent of 
insurance, District of Columbia: 

“It is quite needless for me to say that 
I heartily approve of setting aside at 


least one day in the year as ‘Insurance 
Day.’ I cannot understand how any 
person at all familiar with our economic 
life could oppose—or fail to give his 
hearty approval to—the matter of in- 
surance. 

“I cannot see how any person who is 
physically and financially able to secure 
insurance can fail to do so when it is 
taken into consideration that our busi- 
ness may fail, and estates may dwindle 
to nothing, while insurance prevents 
financial embarrassment, and remains 
out of the reach of the greedy creditor, 
who is no respecter of persons.” 


Wade of North Carolina , 


Stacey W. Wade, insurance commis- 
sioner of North Carolina: 

“The record of your good state makes 
the place and occasion appropriate, and 
I know that those who attend will re- 
ceive inspiration and benefit from such 
intercourse. 

“The vital questions affecting the con- 
duct of insurance as a national business 
and extent to which it is interwoven 
with all business activity calls for closer 
teamwork on the part of every one 
interested and justifies any attention we 
may be able to give toward its ad- 
vancement. Personally, I do think that 
conditions from an insurance standpoint 
were never better in my good state 
than today, and the local agents are 
closer together than ever before.” 

McMurray of Indiana 

Thomas S. McMurray, Jr., insurance 
commissioner of Indiana: 

“I regret sincerely that official duties 
will prevent my accepting your invita- 
tion to be there personally, but I assure 
you I will be with you in thought 
nevertheless, and I trust that this meet- 
ing will be the foundation in the estab- 
lishment of a bigger and better insur- 
ance fraternity with an influence for the 
betterment of our wonderful business. 
[ congratulate you and the insurance 
fraternity of the State of Connecticut 
on the efforts you are making to place 
and keep the business of insurance on 
that high plane where it belongs.” 


Sullivan of New Hampshire 

John E. Sullivan, insurance commuis- 
sioner of New Hampshire: 

“This will acknowledge receipt of your 
kind invitation to attend Insurance Day 
on November 12 in your state. Doubt- 
less the day assigned for such an im- 
portant feature which enters into prac- 
tically every home in our country at 
the present time is most vital in its im- 
portance and to designate a day that is 
to be observed in the manner as illus- 
trated is a most forward step, in my 
opinion.” 

Spencer of Maine 

Wilbur D. Spencer, 
missioner of Maine: 

“This Department recognizes the im- 
portance of such a meeting, while with 
us every day is insurance day, literally, 
it is well to pause occasionally and con- 
sider what may be ahead. 

“The need of insurance of all kinds 
was never more apparent nor more im- 
pressive. Business could not be con- 
ducted without it and it will be more 
indispensable in the future.” 


insurance com- 





SUCCEEDS L. E. FALLS 

The American of Newark announces 
the appointment of W. E. Fitzgerald as 
speciai agent for the northeastern sec- 
tion of Ohio to replace Laurence E. 
Falls who was recently brought into the 
home office as superintendent of 
agencies. Mr. Fitzgerald has been in the 
insurance business for fourteen years, 
and has had experience in home office, 
field and local agency work. He was a 
local agent for four years. Just previous 
to coming to The American he was state 
agent in Ohio for the Commercial Union. 





STEVENS’ NEW ADDRESS 

On November 1, 1924, Special Agent 
kK. H. Stevens, of the Rain and Hail De- 
partments of the Hartford, transferred 
his headquarters from Ithaca to Syra- 
cuse, where his new address is Room 641, 
Onondaga County Savings Bank Build- 
ing. 
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70th ANNIVERSARY 


THE NORTHERN 
ASSURANCE COMPANY 


LIMITED OF LONDON 


“STRONG AS THE STRONGEST”’ 


Assets, $9,025,827.79. Liabilities, $6,522,024.17 
Surplus in U. S., $2,503,803.62 


EXECUTIVE OFFICE AND 
LOCAL DEPARTMENT 
55 John Street, New York 


A. G. MARTIN, Manager. 


J. V. LANE, Ass’t Mgr. 


C. W. COOPER, Ass’t Mar. 
WM. H. McGEE & CO., INC., Marine Underwriters, U. S. A., 15 William Street, New York 


1924 


HE NORTHERN ASSURANCE COMPANY is one of the largest and 
strongest among the Fire Insurance Companies of the World. 
Northern was organized in 1836 and entered the United States in 1854. 


The 


AGENCY DEPARTMENTS 


Northern Assurance Building, 
135 William Street, New York 





J. D. ERSKINE, Gen’l Agent 
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Chankaniuing in 1924! 


(i le election is over and with rejoicing we realize that there 
is no longer a cloud of political uncertainty over the sun of 
the nation’s prosperity. 

Rival policies have waged their war, the people have spoken and 
immediately victor and vanquished have struck hands on the ver- 
dict with characteristic American cheerfulness and common sense. 

Now for work and progress! 

Sanity and economy are at the helm and a great nation is about 


to give the world a new example of the height to which the 
average of public welfare can be raised. 


“Oid and Tried” Founded in 1849 





INSURANCE ” COMPANY 
GLENS FALLS, N. Y. 


E. W. WEST, Presiden. H. N. DICKINSON, Vice-President F. M. SMALLEY, F. L. COWLES, H. W. KNIGHT, J. A. MAVON, Secretaries 
k. S. BUDDY, C. R. WHITEHEAD, G. P. CRAWFORD, Assistant Secretaries R. C. CARTER, Treasurer ‘ 
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Revenue Bureau U. & O. Ruling 


(Continued from page 1) 


tion of the manufacturing expenses 
which would not have been included in 
the cost of goods on hand had the use 
and occupancy insurance accrued upon 
its books in accordance with the settle- 
ment made with the insurance company. 

“The taxpayer contended that as the 
use and occupancy insurance policy was 
an indemnity policy, the amount to be 
paid in the event of fire was undeter- 
mined until a settlement had been made. 
It further contended that no settlement 
binding upon the insurer had been made 
prior to October 31, 1918. Accordingly, 
the amount of the award or no part 
thereof should have been accrued during 
the fiscal year ending October 31, 1918. 

What Policy Provides 


“The policy of insurance provides 
‘that in the event of fire not resulting in 
disablement of the entire works, the 
department sums specified above shall be 
taken to be the actual fixed charges ap- 
plicable to the respective departments 
enumerated.’ This provision literally 
construed makes this policy valued or 
certain as to the amount to be paid for 
each day of nonoperation caused by the 
fire. Accordingly, the only questions that 
had to be determined in computing the 
emount of damages under the _ policy 
were the number of days of nonopera- 
tion necessary before a restoration could 
he made and the number of departments 
affected. A similar policy was construed 
in Michael vs. Prussian National Insur- 
ance Co. (171 N. Y., 25, 63 N. E., 810). 
There the court said: 

“The policy is in fact a valued one, where the 
parties intended and have agreed before hand to 
estimate the value of the subject of insurance. 
In such a case, where the bona fides of the 
transaction are not assailed and neither fraud 
nor mistake is charged, the valuation is con- 
clusive upon the parties as the amount which 
the assured is entitled to receive upon the hap- 
pening of the condition of the policy. That is 
the rule which is settled upon authority and 
to that extent it qualifies the principle under- 
lying the contract as one of indemnity. 

“Accordingly, when the adjusters for 
the insurer met the representatives of 
the taxpayer prior to October 29, 1918, 
the only questions they had to adjust 
were the number of departments of the 
plant damaged by the fire and the num- 
ber of days it would be necessary to re- 
store them to the same condition as be- 
fore the fire. These questions were set- 
tled by the representatives of the insured 
and the insurer prior to October 29, 1918. 
\ccordingly, the amount of the award 
was determined and fixed prior to the ex- 
piration of the taxpayer’s fiscal year 1918. 

“The contention of the taxpayer that 
the adjusters did not have the authority 
to bind the insurance company is not 
law. The function of an adjuster is 
stated in McCollum vs. Insurance Company 
(67 Mo. Appeals, 66,) as— 

“The business of an adjuster is to ascertain the 
loss and agree with the insured on the settle- 
ment. 

_ “Tt is a well-settled rule of law that ad- 
Justers can bind the insurer by adjusting 
with the insured the amount to be paid 
for the loss under the terms of the policy. 

(Wilms us. New Flampshire Fire Insur- 

ance Co., 194 Mich., 656, 161 N. W., 940: 


! ancashire Insurance Co. vs. Barnard, 111 


Fed., 702, 49 C. C. A., 559; Schlesinger vs. 
Columbia Fire Insurance Co., 56 N. Y. S.., 


37, 37 Appellate Division, 531.) 
“The contract of insurance here in- 


volved contemplated the settlement of 
a loss by adjusters. The policy provided 
that if such settlement could not be 
made appraisers would be appointed. 
Adjustment Binding 


“The fact that the settlement between 
the insured and the adjusters was not 
reduced to a formal writing does not 
make the settlement any the less bind- 
ing. There is no provision in the pclicy 
requiring a writing. A settlement with 
adjusters that was not reduced to a for- 
mal writing was held binding on and 
enforceable against the insurer’ in 
Wilms vs. New Hampshire Fire Insurance 
Co. (194 Mich., 656, 161 N. W., 940). 

“The insurance policy provides that 
ine company has an option to pay the 
damages occasioned by the fire and 
agreed upon by the appraisers or to 
rebuild. This provision did not make 
the settlement agreed upon between the , 
taxpayer and the adjusters prior to Oc- 
tober 31, 1918, any less definite because 
when the adjusters agreed that the in- 
surer would pay a fixed amount as dam- 
ages they made the election and exer- 
cised such opinion for the company. 
(Lancashire Insurance Co. vs. Barnard, 
111 Fed., 702, 49 C. C. A., 559.) On page 
704 the court said: 

“An adjuster of an insurance company author- 
ized to settle an alleged loss has the power to 
determine its amount and how, when, and where 
it shall be paid; and hence he necessarily has 
the authority to determine whether it shall be 
paid in money, or by the reconstruction of the 
insured building, and the power to exercise the 
option of the company in that behalf. 

‘Tt is, therefore, the opinion of this 
office that by the agreement made be- 
tween the adjusters and the taxpayer 
prior to October 31, 1918, the amount of 
damages to be received by the taxpayer 
under the policy became definite and 
fixed. It is the opinion of this office that 
such portion of the use and occupancy 
insurance as was attributable to days 
falling within the fiscal year ending Oc- 
tober 31, 1918, should have been accrued 
on the books of the corporation during 
such fiscal year. 

“As the taxpayer did not accrue on its 
hooks in its fiscal year 1918 this portion 
of the insurance settlement, it should be 
permitted to revise its inventory at Oc- 
tober 31, 1918, by eliminating such por- 
tion of the manufacturing expenses 
which would not have been included in 
the costs of goods on hand had the use 
and occupancy insurance been accrued 
upon its books in accordance with the 
settlement made with the insurance 
company.” 





STRENGTHEN NEW BRUNSWICK 
New Stock Issue of $100,000 Will Make 
Surplus $580.723; Strong List 
of Directors 


The New Brunswick Fire is to in- 
crease its capital by the issuance of 
$100,000 of new stock, thus making the 
capital of this old company $300,000. The 
new stock will be sold at $20 a share 
of $10 par, thereby providing the $100,- 
000 additional for the surplus account. 
The company has assets of $1,313,000. 
The surplus will be $580,723. 

The New Brunswick has a_ strong 
board, the directors including some of 
the leading men in the state. 


“INSURANCE DAY” NOTES 





Connecticut Gathering Last Week 
Ended With Large Banquet; Play 
Given by Life Men 


Connecticut “Insurance Day” wound 
up last Wednesday night with a banquet 
in Hartford at the Bond Hotel, at which 
Mayor Norman C. Stevens of Hartford 
delivered the address of welcome, and 
Ernest Palmer, manager of the Chicago 
Board of Fire Underwriters, and Harry 
F. Atwood of Chicago, president of the 


Constitution Anniversary Association, 
spoke. 
Mr. Palmer asserted that insurance 


must obtain the same prestige that has 
been given and recognized to public 
utilities, railroads and other big  busi- 
ness interests. He said that unintelli- 
gent legislation was a sorrowful thing 
for insurance and must be watched. Mr. 
Atwood spoke on “The Constitution: 
The Greatest Insurance Policy Ever 
Written.” 

A play was presented in the morning 
for the benefit of insurance representa- 
tives at the Phoenix Mutual Life audi- 
torium. Responses to addresses were 
made by Edward C. Doten, president of 
Connecticut Life Underwriters Associa- 
tion; Donald G. North of New Haven, 
president of the Connecticut Associa- 
tion of Insurance Agents, and Henry C. 
Seydel, president of the Connecticut 
Field Club. 





LOWER RATES FOR HARTFORD? 


Mayor Stevens of Hartford, Conn., is 
going to make application to the fire 
insurance ratemaking body in Connecti- 
cut for a reduction of rates in Hart- 
ford, based on an average reduction in 
the city’s fire loss ratio. Through the 
increased efficiency of the Hartford fire 


department the average fire loss has 
been cut in half within the last few 
years. 


G. & R. LONDON BRANCH 


The London branch of the Globe & 
Rutgers was opened in 1919 and is un- 
der the management of H. L’Estrange 
Malone. The offices are at 32 St. 
Swithin’s Lane, E. C. 4. Mr. Malone 
is also London manager for the Cana- 
dian National Fire. 
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Many of the Leading 
Agencies in the United 


States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 
HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RaLPu B. Ives, President 





Why Not Vee 





Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 





‘* Then give to THE WORLD the 
best that you have and the best 


will come back to you.”’ a 











1871 


$1,000,000 Capital 





Fifty-three Years—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
Policyholders Surplus $1,752,289 


1924 











PROVIDENT 


Fire Insurance Company 
8&3 Maiden Lane 
NEW YORK 














National Fire Insurance Company 


OF HARTFORD, CONN. 


Statement, January 1, 1924 


CAPITAL PAID IN .... cc. cccccccccccccccccvcccoccccccccccccccoscs $ 2,000,000.06 
RESERVE FOR ALL LIABILITIES..............0ececeeeceeeeeee 20,$99,377.77 
NET SURPLUS. .....cccccccccccccccccccccvceccse: cocsccccceccoccre 9,101,570.58 
CONTINGENT RESERVE FUND ..............0seeeceeeeeeeeeces 500,000.00 
DI ya ddciniah a ndacccecsndsvcncccccddncsasecguctdsccccucscacccasaes 32,200.948.35 
TOTAL SURPLUS TO POLICYHOLDERSG.................0+0+« 11,661,570.58 


H. A. Smith, President 





S. T. Maxwell, Secretary 
F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 


G. F. Cowee, Ass’t Secretary 


R. M. Anderson, Ass’t See’y 
F. B. Seymour, Treasurer 
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Secur? 


ng the 
Workshops of a 


NATION 


HE factory is a symbol of our National indus- 

try. Most of America’s biggest activities, as 
well as the labor of many million people are cen- 
tered around these workshops. 

No manufacturer would consider building or 
operating a factory without the safeguards of 
Insurance. One of the first considerations is always 
to secure his investment in elaborate machinery 
and costly buildings against the hazard of flame. 

The part that Insurance plays in running a 
plant along the safest lines is becoming of increas- 


ing importance. Manufacturers have learned to 
call upon their agents frequently and to follow 
implicitly suggestions that are based on expert 
knowledge in the prevention of fire. 

The Liverpool and London and Globe numbers 
as its clients many factories of all descriptions and 
in all parts of the country. Its protection extends 
from small plantsto gigantic manufacturing enter- 
prisesembracing entire communities. Here, indeed, 
is evidence of the service rendered by the L.&L.&G. 
in the worth-while accomplishments of the Nation. 
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“Qualification Law 
Successful’—Dunham 


AS APPLIED TO CONNECTICUT 


Insurance Commissioner Tells Large 
Gathering in Hartford of Present 
Conditions 


Howard F. Dunham, 


insurance 


Ho : com- 
missioner of Connecticut, in a speech 
before insurance executives and agents 


in Hartiord on Insurance Day, Novem- 
ber 12, said that there were few fraudu- 
lent and undesirable insurance com- 
panies and generally they were but 
short lived, but while in operation did 
untold damage to the victims who pur- 
chased the contracts and to the busi- 
ness of insurance generally. Automo- 
bile service corporations who issued 
what purported to be insurance policies 
had given much trouble, and must 
cease writing that business in Connec- 
ticut. 

Mr. Dunham stated that he had evi- 
dence in his office of certain prominent 
New York broxers licensed, and in fact 
living in Connecticut, who were placing 
risxs in this State in. unauthorized com- 
panies, and also of a number of New 
York broxers unlicensed in Connecti- 
cut who were freely writing risks in 
this State, and that prosecutions 
against these persons would immedi- 
ately ensue if the practice was contin- 
ued. 

Colonel Dunham believed that the 
insurance departments were created to 
protect the public by independent, fear- 
less and fair supervision, but should not 
go beyond their powers, nor should 
they harass the business by foolish in- 
quisitions on trivial details. 


Company Examinations Welcomed 


The worth of frequent examinations 
of the insurance companies by the state 
departments was emphasized. Com- 
panies did not object to examinations 
any more, and really invited and co- 
operated with the examiners as a double 
check on their business. He spoke ot 
the wonderiul economic service of the 
insurance companies to the public by 
means of conservation campaigns 
against the ravages of fire, disease and 
accident. 

Failure to collect premiums by agents 
was a subject which needed attention 
by the agents and companies. 

The Connecticut Code of Insurance 
Ethics was working out nicely to the 
benefit of the companies and agents. 

The granting of a license to both 
companies and agents was the official 
approval of the state and the insuring 
public relied upon it. The responsibil- 
ity of the department is to the people, 
and if the department believes a com- 
pany can not pay its losses, or an agent 
has little or no knowledge of the insur- 
ance business, it is incumbent upon the 
department to refuse to license them. 
In speaxsing of some of the unethical 
practices he said a prominent agent in 
Connecticut had been maxing a separate 
printed contract with some of his in- 
sured which in reality did away with 
the standard policy; a dry goods mer- 
chant had offered a rebate of 10 per 
cent. on first year’s premiums; one of 
the companies located out of the State 
had been issuing an ultra vires contract 
in Connecticut ; some part time agents 
such as ban«s, loan companies and fore- 
men had been using coercion in its sale 
of their policies. 

Qualification Law a Success 

There are 5,211 insurance agents, 353 
brokers living in Connecticut at the 
Present time, a material reduction over 
last year’s record. The qualification 
law by which prospective agents are 
examined before they are licensed is a 
success, Mr. Dunham said. Untrained 
and unscrupulous agents are in the vast 
niunority and are being weeded out with 
every possible speed. He said, how- 
ever, that the same qualifications could 
not apply equally to city and country 





. 
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agents. 
different. 

As insurance commissioner, he said 
it is his duty to safeguard the welfare 
of all interests committed to his charge 
with fairness to all and partiality to 
none. However, as time goes on and 
he has found opportunity to study this 
fascinating business from an impartial 
viewpoint, he is convinced that on the 
whole the conditions relating to the 
insurance business are sound and stable; 
that the business is efficiently and eco- 
nomically conducted both on the part 
of the companies and of the agents by 
competent and honorable men. In this 
connection, he was imbued with the 
thought that after all what was needed 
in the insurance business nowadays was 
stability. 

The very intricacies of insurance and 
the responsibilities incidental thereto 
create the necessity to men of intelli- 
gence and integrity, and those who are 
incompetent or weak will surely fall by 
the wayside in the test of time. We 
should pause and consider carefully 
whether existing conditions are unsat- 
isfactory before urging radical changes, 
he said. Personally, he was of the opin- 
ion there is nothing radically wrong 
with the insurance business. He did 
not wish to convey the impression that 
conditions cannot be improved. 

Colonel Dunham said when a person 
bought an insurance policy he bought 
a promise. He had faith in the con- 
tract to pay him indemnity in case of 
loss. The most important and command- 
ing party to the insurance contract was 
the policyholder. The agent was the 
middleman whose responsibility to the 


The situations were entirely 


public was heavy. If he served his 
clients well he prospered—if not, he 
failed. 





North America to Increase 
Capital Stock by $2,500,000 


On Tuesday of this week the board of 
directors of the Insurance Company of 
North America took steps toward in- 
creasing the capital stock of the com- 
pany from $5,000,000 to $7,500,000 when 
it voted for this change and called a 
special meeting of the stockholders for 
January 22, 1925, to vote upon the recom- 
mendation. If the plan is adopted, the 
company will issue 250,000 shares of new 
stock, par value $10 each, and each 
stockholder will be allowed to subscribe 
for one share of the new stock for each 
two shares of the old stock held by 
him. The new stock will be sold at par, 
while the market quotation for the stock 
is now over $60 a share. 


FIFTY YEARS IN INSURANCE 

J. H. Burger, general agent of the 
Norwich Union Fire, in charge of West- 
ern territory, will complete a half century 
in fire insurance early next month. He 
started with the Phenix of Brooklyn in 
December, 1874, and later with the New 
York Underwriters and the Lancashire. 
In 1887, Mr. Burger went with the Nor- 
wich Union in the New England field, 
being transferred to the home office in 
1893, where he has been continuously 
ever since. 





JOIN N. Y. ASSOCIATION 

Among the local agencies which joined 
the New York State Association of Local 
Agents in October were Knox, Lent & 
Stevens, White Plains; The McCain 
Agency, New Rochelle; Eddy Whitby, 
Saranac Lake; L. S. Ward, New Ro- 
chelle; J. F. Watts & Son, Jamaica; 
R. V. Vaugh, New Rochelle. 





CHICAGO AUTO THEFTS 
In Chicago 3,877 automobiles have 
been stolen in 1924 up to November 3, 
according to a report of the Automobiles 
Theft & Information Bureau. Recover- 
ies have numbered 2,586, Fords and other 


small cars constituting the bulk of those 
still missing. 





PASCOE RUTTER SAILS 
Governor F. W. Pascoe Rutter of the 
London & Lancashire, sailed for Europe, 
Wednesday, on the “Aquitania.” 


S. E. U. A. Favors 
Flat 20 P. C. Seale 


FOR ALL COMPANIES IN SOUTH 





New Scale Will Rawate Effective Only 
on Condition That Non-Asso- 
ciation Also Agree 


Recommendations for a flat 20% com- 
mission scale to be paid fire insurance 
agents in Virginia, North and South 
Carolina, Georgia, Florida and Alabama 
were adopted at the semi-annual meet- 
ing in Washington last week of the 
South-Eastern Underwriters’ Association, 
this new scale to go into effect only 
when companies, both association and 
non-association, writing 90% of the busi- 
ness in the S. E. U. A. territory have 
given their endorsement to the new scale. 

S. E. U. A. members predict that the 
action taken at Washington will result 
in uniformity in the South. Adoption 
of the 20% scale represents the culmina- 
tion of two years of effort by associa- 
tion members to bring about the adjust- 
ment of commissions in the six states 
covered by the organization. In a sense, 
the new arrangement represents a com- 
promise on commission rates with the 
non- -association companies. The 20% 
rate is somewhat higher than the scale 
which the association companies adhere 
to and is lower than the rate paid agents 
by non-association companies. 

As the S. E. U. A, has now made this 
definite proposition it is now up to the 
non-association companies to indicate 
whether they will endorse the effort to- 
ward commission uniformity and by their 
favorable action remove the South-East 
from commission battles. Company offi- 
cials here see the need for some progres- 
sive measures to solve the problem of 
excess commissions in various sections 
of the country and believe the offer to 
place the South on a flat 20% scale will 
be a big step in the right direction. 
Local agents are reported to be favor- 
ably inclined towards the proposition, 
provided it is made effective everywhere 
and is not applicable only to a compara- 
tively few. 





P. J. MOSENTHAL DEAD 





Well-Known New York Broker and 
Fire Prevention Expert; Came 
Here from South Africa 
One of the veteran New York brokers, 

Philip J. Mosenthal, died this week. 
Mr. Mosenthal was born at Port Eliza- 
beth, Union of South Africa, in 1846. 
He came to the United States when a 
boy, and was. educated in_ private 
schools and in the College of the City 
of New York, from which he received 
degrees in 1883 and 1889. He was 
President of the insurance firm of H. 
Mosenthal & Son, founded in 1868, which 
makes a specialty of advising with arch- 
itects and contractors for low insurance 
costs. He made fire prevention plans for 
the Bankers’ Trust Company, the Federal 
Reserve Bank, the Hotel Manhattan and 
the Hotel Belmont, the B. Altman & 
Co. store and other well-known buildings. 
He was one of the founders of the 
University Settlement and was a mem- 
ber of the National Fire Protection Asso- 
ciation, American Numismatic Society, 
Metropolitan Museum of Art, American 
Museum of Natural History, New York 
Zoological Society and Phi Beta Kappa. 
His clubs were National Arts, Explorers, 


* Reform and Mendelssohn Glee Club. 





JAIL FOR AUTO SWINDLERS 

Charles J. Hoffman, chief executive 
and whole works of the Mutual Auto- 
mobilists’ Cooperative Association of 
Philadelphia, was last week sentenced to 
serve four months in the Montgomery 
County jail and pay a fine of $250 and 
court costs for violation of the insurance 
law while running an auto service con- 
cern. Joseph Beiderburg, co-defendant 
in this case, and a solicitor of the con- 
cern, was sentenced to three months in 
the county jail and fined $100 and costs. 


Luning Names Button 
Head of Fire Committee 


RE-APPOINTMENT 


Beha Also a Member; Also on Fidelity 
and Surety, Compensation and 
Security Value Committees 


IT IS A 








Insurance executives closely scanned 
this week the new committees of the 
National Convention of Insurance Com- 
missioners named by President Luning 
of that body. Of course, the most im- 
portant committee from the group from 
their standpoint is the fire committee, 
and it is seen that Joseph Button of 
Virginia continues at the head of that. 
The New York superintendent is also 
on it, as are the heads of the Massa- 
chusetts, Washington, Arkansas, Con- 
necticut, North Carolina, Pennsylvania, 
Minnesota, Missouri and Indiana de- 
partments. There was some _ specula- 
tion in advance as to whether Hyde of 
Missouri would be retained. He was. 
The committee contains many conven- 
tion leaders. Joe Button is also chair- 
man of the committee on examinations. 
Two other important committees, Actu- 
arial and Laws and Legislation, find 
Sullion of Arkansas as head of the for- 
mer, and Wells of Minnesota as head of 
the ‘latter. 

The New York superintendent is also 
on the Fidelity and Surety, Workmen’s 
Compensation, and Valuation of Securi- 
ties committees. 

The Committee on Blanks, one of the 
hardest working outfits in the commis- 
sioners’ convention, having one of the 
dryest subjects, but a very important 
one, is again under the helmsmanship 
of Henry D. Appleton of New York, 
one of the great assets of the com- 
monwealth of New York. 

The new Ohio commissioner is on the 
committee on blanks, laws and legisla- 
tion, unauthorized insurance and _ tax- 
ation. 

Who is on the committee on creden- 
tials? The commissioners from Mon- 
tana (chairman), Louisiana, Maine, Ne- 
vada and Hawaii. It is hoped for the 
sake of the treasuries of those states 
that the chairman, Mr. Porter, does not 
call a session between meetings of the 
convention as it would be ditficult for 
everybody to get there. 





Cc. I. BEARDSLEY DIES 





Prominent Hartford Fire Agent Was in 
Business Over 35 Years; Sketch of 
His Career 


Clarence I. Beardsley, of Hartford, a 
member of Beardsley & Beardsley, local 
insurance agents in that city, died Sun- 
day at the Hartford Hospital of organic 
trouble. He had been in failing health 
for six months and was taken to the 
hospital a few days before his death. Mr. 

Zeardsley was born in Kent, Conn., in 
1869, and spent thirty- five years of his 


life in fire insurance. After attending 
Eastman’s Business Collge in Pough- 
keepsie, N. Y., he went with the Dia- 


mond Machine Co. of Providence for 
awhile and then went to Hartford in 
1888 as a clerk in the agency of Gen- 
eral L. A. Dickinson, agent of the 
Aetna (Fire). 

In 1892 Mr. Beardsley was taken into 
the firm which became Dickinson & 
Beardsley. Edward W. Seardsley was 
at that time conducting an independent 
agency for the Phoenix of Hartford and 
about 1895 he joined the former firm, 
with his name added to the firm name. 
General Dickinson died in 1900 and the 
name was then changed to Beardsley 
& Beardsley. Clarence 3eardsley 
leaves a wife, father, two daughters ne 
one brother. He was a member of sev- 
eral prominent Hartford clubs. 





The Insurance Department of the 


United States Chamber of Commerce has 
issued a report on fire protection in 
Frankfort, Germany. 
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Fail To Approve 
New Average Rules 


AT EUROPEAN CONVENTION 





International Union, Representing Most 
Continental Nations, Holds Fiftieth 
Convention 


anniversary meeting of 
the International Union of Marine In- 
surance was held recently at Baden- 

Jaden, Germany, with about 320 persons 
attending, representing most European 
Pountries outside of England and France. 
Even France was represented by two 
companies, but its official marine organi- 
did not participate in the con- 
Axel Rinman, of Gothenburg, 
Several of the important sub- 
jects taken up were general average, 
with special reference to the York-Ant- 
werp Rules of 1924, cargo consignments 
to Russia and warehouse to warehouse 
clauses. “The Marine Underwriter” of 
Berlin, whose editor, Miss Frenzi, is also 
secretary of the Union, has this to say 
in summarizing the points mentioned: 

General Average Report 

The report on the results of the Stock- 
holm Conference of the International 
Law Association occupied both the com- 
mittee discussions and the chief session 
very extensively. These results are in- 
corporated in the new York-Antwerp 
Rules, 1924. It was impossible to sub- 
ject the difficult problems connected 
therewith to a thorough discussion in the 
plenary session, as the text of the new 
rules had not yet appeared in print. In 
the committee the opinion was expressed 
that the revised rules, compared with 
the statutory law of some countries con- 
tain some provisions which will be dis- 
advantageous to underwriters. 

Qn the other hand it was admitted that 
the unification of general average law is 
of the greatest importance for all marine 
insurance circles on account of the in- 
ternational legal uniformity thereby at- 
tained. But as some of the most ex- 
perienced specialists in the assembly ex- 
pressed fears that the new rules would 
lead to an extended application of the 
principle of general average in practice, 
instead of its gradual abolition or at 
its limitation, this being in the in- 
terest of underwriters, and as it appeared 
from the lively debate which followed 
that a strong general interest existed in 
a thorough discussion of the Stockholm 
results, it was agreed to have the matter 
further examined within the circles of 
the Union and to commnuicate on it with 
outside underwriters. It remains therefore 
still an open question what position the 
Lnion as representative of the general 
insurance interests will finally take in re- 
gard to the new York-Antwerp Rules, 
1924. 

The 
General 


The fiftieth 


zations 
vention. 
presided. 


least 


the treatment of 
Average Deposits took up a 
large space of the proceedings. The 
new York-Antwerp Rules, 1924, contain 
in Rule XXIII the following provision: 
where cash depagsits have been collected 
in respect of cargo’s liability for general 
average, such deposits shall be paid into 
a special account, earning interest where 
possible, in the joint names of two trus- 
tees in a bank approved by such trustees. 
This is obviously a marked advance on 
the usual practice in some countries 
where the owner or his agent has the 
disposal of the deposits. Nevertheless, 
the general meeting did not consider this 
rule as completely satisfactory because 
the principle of reciprocity has not been 
taken into account which would have led 
the Stockholm Conference to the result 
that the shipowner in case he is debtor 
to the geneial average community has 
likewise to deposit a security. 

This point already vigorously pushed 
by the President of the Union at the 
Stockholm Conference of the Interna- 


discussion on 





tional Law Association, will be raised as 
one of special importance by the Union 
in the further discussions of pertinent 
quesfions. Moreover, it was said to be 
desirable to incorporate in Rule XXIII 
further provisions as to the manner how 
to treat general average deposits. At- 
tention was drawn to the agreement 
come to by the Underwriters Association 
of Amsterdam with some large Dutch 
shipping lines, the terms of which are 


designated as being quite exemplary. 
The Union intends to use its influence 
towards having similar agreements 


adopted in other countries. 


Warehouse to Warehouse Clause 

A lively discussion took place on the 
revised English “warehouse to ware- 
house” clause. In accordance with this 
clause, warehousing risks in the port of 
discharge are now limited to a certain 
period, even in the case of mixed sea 
and land risks. A further cover is only 
granted at a premium to be arranged, 
and only in cases where the circum- 
stances leading to a loss were beyond 
the control of the assured. The assembly 
was not blind to the fact that the addi- 
tional premium provided for in the clause 
would as a rule be only obtainable in 
case of loss, and would, therefore, in 
many cases not be a real compensation 
for the risks undertaken. For this 
reason the Union refrains for the time 
being from recommending this clause to 
continental underwriters, and contents 
itself with gathering further information 
with the object of composing a wording 
possessing the clearness of the English 
clause as regards the limits of liability 
and at the same time ensuring the un- 


derwriter against non-payment of the 
additional premium. 
Consignments to Russia 
The internal Russian business con- 
tinues to be in the hands of the State 
Insurance Institute Gosstrach, so that 


foreign private companies can only cover 
transports from abroad to Russia. The 
bulk of these transports are for account 
of the Soviet Government or the semi 
official trading organizations. The lion’s 
share of the business is concluded in 
England. According to information 
available, business results, thanks to the 
settled Russian traffic conditions, are 
said to be fairly satisfactory, especially 
as the English underwriters are prob- 
ably in a position to bring effective 
pressure to bear on the proper payment 
of premiums. As is well known, in former 
contracts the fact that the floating 
policies contained a special clause, ac- 
cording to which it was not permissible 
to set off any premiums in arrear against 
claims for losses, has been the source of 
severe losses to underwriters. It is pre- 
sumed that, with claim payments going 
on continually, some of these under- 
writers even now have not yet received 
the premiums to which they are entitled. 
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According to information available, for 
some time past the Soviet Government 
has been making strenuous efforts to 
carry out a thorough reorganization of 
navigation and port conditions. It is 
said that in the course of the next years 
no less than 70 million gold roubles are 
to be spent on building up a state-owned 
mercantile fleet. It is proposed to place 
the orders for one-third of the new ves- 
sels with foreign shipbuilding companies. 
Most of the Russian tonnage now afloat 
was probably built before the war, and 
the probabilities are that it contains a 
good many old vessels, the condition of 
which gives rise to apprehensions from 
an underwriting viewpoint as well. On 
the other hand, the management of the 
ships is said to be very reliable, owing 
to a very strict supervision exercised 
over the captains. Cases have been 
known where captains were summarily 
dismissed for no other reason than their 
failure to use adequate care in having 
their cargoes properly stowed. The new 
ships, when completed, will be prin- 
cipally assigned to the Russian lumber 
shipping trade, most of which is at pres- 
ent in the hands of Norwegian ship own- 
ers, the latter, owing to their monopoly 
in this field, being in a position to charge 
excessive rates which have given rise to 
complaints on the part of the Russian 
interests. 





Praise for Howard DeMott 


Charles E. Belcher, editor of “The 
Standard” of Boston, gives this size-up 
of the new manager of the Automobile 
Conference: 

“Appointment of Howard DeMott as 
manager of the National Automobile 
Conference is universally approved, al- 
though he has passed his business life 
dealing with straight fire insurance prob- 
lems. 

“His greatest assets are the fact that 
he has proved his superior ability as an 
executive, having filled important posi- 
tions with high credit, that he is abso- 
lutely fair and that he enjoys the re- 
spect and confidence of company ex- 
ecutives generally. 

“Technical knowledge can be had at a 
price and with a competent staff. Mr. 
DeMott is well fitted to administer the 
affairs of the conference which, frankly, 
has been drifting a bit during the pro- 
tracted and regrettable illness of former 
manager Young.” 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,325,877.59 





WRITE FOR OUR AGENCY PROPOSITION 





MARINE RESULTS FOR 1923 


Most British Companies Show Improve- 
ment Over 1922; Those Getting 
Largest Profits 
Figures showing marine results in Eng- 
land in 1923 have been prepared by “lhe 
Policy-Holder.” Comparing the results 
for 1922 and 1923 the tollowing is found: 


1922 1923 
PeCMIMMEG BEE ccc cnccccsess £16,1u7,321 £15,111,228 
CNGAD: occ tiaekesdwwdsexegens 18,194,887 13,752,323 
TINNEUEE, Sa siesscecksotnenan 1,552,353 1,850,681 
BRCMRBRE oc csisibtvnvcsses — 28,038 — 28,375 
OE: Scots deaneeceagaees —3,919,956 —528,151 
Interest on marine fund .. 907,057 889,959 
‘Trauster profit and loss ... —53,895 -+-1,102,719 
Marine fund ...... Sewasceme 19,778,940 — 18,849,693 

Ratio of fund to premiums 122.5 124.7 
It will be seen that taken as a whole 


the account for 1923 was better than 
the previous twelve months. Premiuns 
are down, but claims on current year 
only amounted to 29,989,893, as compared 
with £12,344,U9/. ‘Lhe tinal result was a 
debit ot £5,919,956 in lyZZ as against a 
debit of £928,151 in 1925, and wnereas 
pront and loss account had to provide 
493,8Y5 in lyzZ there was a transter to 
that acount of 41,162,719 in lyZs. The 
companies transterring sums in excess 
ot iuterest earnings were: 

Compames trausierring the largest 
sums ul excess ot interest earnings in- 
cluue the Commercial Union £iuu,UUU; 
kkmpioyers’ havilty, £100,0UU; Liverpool 
& Loudon & Glove, £409,189; Lonuon, 
£100,//1; London & Lancasnire, £220,UoU; 
Northern, £242,048; bPhoemx, £1+4U,UU8; 
Koyal, £112,148; and the Sea, £6Y,01Y. 





BRITISH PAPER ADS 


Many Insurance Companies In Current 
Edition of London Paper; Marine 
Insurance Articles 


In the current issue of “Fairplay,” 
(which has a large marine insurance sec- 
tion), published in London the toliowing 
compames doing business in the United 
States had tuil page ads: 

‘Lhames & Mersey, Liverpool & London 
& Globe, Insurance Company of North 
America, Tokio M. & I., #ireman’s fund, 
U. S. Merchants & Shippers, Commercial 
Union, London & Scottish, London As- 
surance, Automobile Insurance Co., Royal 
exchange, Kagie, Star & British Domun- 
ions. 

‘Lhe following had half-page or smaller 


ads: 
Royal, British & Foreign, London & 
Lancashire, Skandinavia, Yorkshire, 


Phoenix Assurance, Sun Insurance Oftice, 
Atlantic Mutual, New Zealand. 

Title of articles follow: 

“Underwriting in 1924,” “The Year's 
Underwriting,” “The Marine Market,” 
“The Marine Companies,’ “Worring In 
1923,” “The Clubs,” “Marine Insurance In 
Germany,” “Marine Insurance In Italy,” 
“Marine Insurance in Belgium,” “Marine 
Insurance In Sweden,” “Marine Insurance 
In Holland,” “Danish Marine Insurance,” 
“Norwegian Marine Insurance,” “The 
Marine Companies.” 

In the article on German marine insur- 
ance these statements were made by the 
writer, Dr. Bruders: 

“The future of marine insurance in Ger- 
many depends on the entire German 
future, on the success of the Dawes agree- 
ment. The future may be looked forward 
to hopefully.” 
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CASUALTY AND SURETY NEWS 


“T’ll Be On Job 25 Years 
From Now,” Says Joyce 


ASSOCIATES GIVE BIG DINNER 


National’s Chairman Going to California 
for Six Months; Says Most Men 
Lack Initiative 


William B. Joyce, chairman of the 
board of the National Surety and New 
York a la the late Henry Evans of the 
months’ leave of absence by the board, 
and leaves his week for the Coast. It 
is not a vacation, as the chairman who 
makes this trip annually, generally for 
about four months, has a habit of tak- 
ing portfolios with him and_ sending 
long telegrams at night back to New 
York a la the late Henry Evans of the 
America Fore Companies who did this 


very thing when he went to California 
a few months before he died. Some of 
the people at the National Surety say 
that Mr. Joyce upon these occasions 
has merely moved his office from the 
Trinity Building to Beverly Hills. 

His going was signalized by a big 
dinner given by the National Surety and 
New York Indemnity Clubs at the Hotel 
Plaza on Monday night, a most en- 
thusiastic affair in which executive of- 
ficers and some departmental heads, 
wished him a pleasant journey and ex- 
pressed the hope that he would take a 
real vacation. Near the midnight hour 
when Mr. Joyce rose to speak he said 
that while he was not so young as he 
once was, and he had been through a 
most trying five years because of the 
terrific wallops that surety companies 
have been having and the intricate and 
harassing problems ever confronting 
them, especially a company such as the 
National which has billions of outstand- 
ing coverage, he did not want his talk to 
be regarded as a _ valedictory or an 
obituary notice, adding: 

“Tll be on the job for twenty-five 
years yet; and at the end of that quarter 
of a century we will be gathered to- 
gether on an occasion similar to this 
and will be congratulating ourselves on 
the marvelous record and hopeful out- 
look for this institution.” 


Seibels Introduced 


John L. Mee was in the chair and 
gave every one a happy introduction. 
He not only introduced the fourteen at 
the head table, but also the new general 
agents of the company in Columbia, 
S. C.,, Messrs. Seibels and Bruce. John 
J. Seibels, one of the leading insurance 
men of the South, responded. The 
Seibels-Bruce agency is a big fire and 
marine office and has never before had 
a surety connection; nor does the office 
represent any casualty company. Charles 
Fagg, who has been appointed assist- 
ant manager of the National in Detroit, 
also was one of the speakers. 

The first speaker introduced, E. A. St. 
John, president of the National Surety, 
made an eloquent plea for co-ordination 
and co-operation among National Surety 
representatives. He was followed by E. 
M. Linville, president of the New York 
Indemnity. Vice-President Joel Rath- 
bone had a lot of fun picking the new 
“Surety News” to pieces. It seems that 
Mr. Rathbone wrote an article for the 
first number on the subject of “Court 
Bonds,” and the article was left out, 
although the production men of the com- 
Pany were strongly represented with 
articles and their pictures. Mr. Rath- 
bone’s talk was exceedingly clever as he 
posed as a disappointed author whose 
manuscript had been rejected by a cruel 
editor who, at the same time, found space 
jor his own picture, article and fac- 
simile signature. It developed that the 

(Continued on page 30) 





The New Burglary Rule 
And Rate Revisions 


GIST OF BUREAU MEETING 


Changes Not to Go Into Effect Until 
January 1, 1925; Many Territorial 
Changes Made 


At a recent meeting of the burglary 
department of the National Bureau of 
Casualty and Surety Underwriters called 
to receive and act on the report of the 
Governing Committee of the Depart- 
ment which was prepared after con- 
sideration of the experience exhibits of 
the companies for the policy years 1921 
and 1922, and that were completed as of 
December 31, 1923, many of the manual 
rules were revised and various rate 
changes adopted. 

The question was raised as to the basis 
which the committee had adopted for 
interpreting expense loss ratio indica- 
tions, it being decided to establish a 
formula that could be followed in con- 
nection with the interpretation of the 
expense for all lines. The resolution 
adopted was to the effect that the follow- 
ing formula be adopted as the current 
rating basis for burglary, theft and rob- 
bery insurance: 

The gross rate will be composed of the fol- 
lowing elements: 1. Expense loading; investi- 
gation of claims, 3.5%; inspection and bureau 
expense, 2.0%; administration, 13.0%; taxes, 2.5%; 
acquisition, 30.0%. 2. Loss ratio, 45.0%. 3. 
Safety factor, 4.0%. 


Territorial Changes 


Many territorial changes both for 
residence, mercantile safe, messenger, 
paymaster and interior robbery were 
adopted. 

The residence territorial rate changes 
adopted are: 

Place New Territory 
Cuyahoga County Ohio ......... Territory VIII 
State of New Jersey, excluding 
Hudson, Essex & Passaic 





COMED ov isxtnccsvenenacncscne Territory III 
Los Angeles County, Cal. ...... Territory VIII 
Allegheny County, Pa. .......... Territory Ill 
Lackawanna and Berks Coun- 

INO Ms. xédesedawascwedesvsess Territory IV 
Milwaukee County, Wis. ... Territory IV 
Lake County, IMd. ccciscccesscas Territory 1 


Due to inconsistencies arising out of 
the fact that some thousands of insur- 
ance were less and for other thousands 
of insurance more in territory I and 
in territory VIII, it was decided to em- 
power the Governing Committee to 
promulgate new rates for territory VIII 
in order to make them consistent with 
the rates for the other territories. 

The following mercantile safe terri- 
torial rate changes were adopted: 





Place New Territory 
Wayne County, Mich. .......... Territory IL 
Lake County, Ind. ......... . Territory III 
Polk County, Iowa ...... agetaans Territory II 
St. Louis and St. Louis City 
COMMIS, TAGs. bc ccdcsvcveccccces Territory II 
Erie County, N.Y. ccccs-.. Territory II 





King County, Wash. Territory II 
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Territorial changes for messenger, 
paymaster and interior robbery adopted, 
are as follows: 


Place New Territory 
Cuyahoga County, Ohio ........ Territory II 
Hamilton County, Ohio ......... Territory Il 
Bane Conmnte; Tee ccscsescceves - Territory III 
St. Louis and St. Louis City 
CIN, TI Sn citivcscctcdnccss Territory I 
Hennepin and Ramsey Counties, 

DS asunscckesanedasdnaateeudea Territory II 
Entire State of California ....... Territory I 
Wayne County, Mich. .......... Territory II 
King County, Wash. ............ Territorv II 


It was decided that paragraph 30 ap- 
pearing on page R-25 be amended to 
read as follows: 

“For blanket insurance covering church prop- 
erty charge 4%, for burglary, theft and larceny 
subject to an annual minimum premium of $20, 
3 1/5%, for burglary only, subject to an annual 
minimum premium of $16. For specific insur- 
ance covering church property charge 24%, for 
burglary, theft and larceny subject to an an- 
nual minimum premium of $12.50 and 2% for 
burglary only, subject to an annual minimum 
premium of $10. 


Rate Changes 


Many of the rate changes promulgated 
are the following: The present mer- 
cantile safe and burglary insurance rate 
for amusement parks is increased 100%. 
Interior and office robbery insurance 
rates for jewelry stores and pawn brok- 
ers are increased 300%, the correspond- 
ing rates for drug stores is increased 
100% and the corresponding rate for 
amusement parks is increased 100%. 
The State of Oklahoma is removed from 
bank burglary territory three and is 
placed in the new bank burglary terri- 
tory to be known as No. 5 for which 
territory no discount is to be allowed. 
The State of lowa is transferred from 
the $1.50 group to the $1.00 group and 
the State Oklahoma is transferred from 
the $2.00 group to the $4.00 group. 


New Burglary Form 


Following a recent request of the In- 
surance Committee of the American 
Bankers Association to adopt a new 
form of bank burglary and robbery 
policy, the Governing Committee recom- 
mended the adoption of the resolution 
that the new American Bankers copy- 
righted form of bank burglary and rob- 
bery policy be adopted as the standard 
bank burglary policy to be used by 
members of the department. This reso- 
lution was passed. 

The Governing Committee reported 
that at the request of the Insurance 
Department of the State of New York 
they devised a plan permitting divided 
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insurance for certain mercantile open 
stock risks. The committee’s plan which 
was adopted at the meeting follows: 

“In cases where the amount of insurance de- 
sired on silks, satins, furs, pelts, women’s wear 
and women’s clothing is not more than 25% of 
the amount of insurance desired on other classes 
of merchandise, it will be permissible to insure 
Group 4 risks in accordance with the termg of 
the following endorsement:” ; 

“It is agreed that the insurance under this 
Policy applies as follows: Section (a) On all 
merchandise except as described in Section (b) 
hereof. The Company shall not be liable for a 
greater proportion of any loss of or damage to 
merchandise insured under this Section (a) than 
the amount of insurance applicable to such Sec- 
tion bears to *...... per centum (*...... %o) of 
the actual cash value of all such merchandise 
contained in the premises at the time such loss 
or damage occurs, but as respects the appli- 
cation ot the foregoing *...... per centum 
Peake %) of such actual cash value shall in 
no event be considered as more than $10,000. 

*Insert Co-Insurance Limit for Territory in 
which risk ig located. 

“Section (b) On silks, satins, furs, pelts, 
women’s wear and women’s clothing. The com- 
pany shall not be liable for a greater proportion 
of any loss of or damage to merchandise in- 
sured under this Section (b) than the amount 
of insurance applicable to such section bears to 
one-hundred per centum of the actual cash 
value of all such silks, satins, furs, pelts, 
women’s wear and women’s clothing, contained 
in the premises at the time such loss or dam- 
uge occurs. $..... ecee 

“It is further agreed that Condition 2 of the 
policy of which this endorsement forms a part 
is eliminated. 

“The premium for the insurance applying to 
Section (a) of the above endorsement shall be 
computed at the initial rates and shall be the 
same premium that would be charged for the 
risk if the Assured did not carry silks, satins, 
furs, pelts, women’s wear or women’s clothing. 
‘The premium for the insurance applying to 
Section (b) shall be the initial Group 4 Rates. 


Examples (Territory 1) 


“1, The stock of the assured consists of cot- 
tons valued at $10,000 and silks valued at $2,000. 
To comply with the conditions of the average 
clause (80% in Territory I) and also to meet 
the 25% requirement, it is necessary for the 
assured to carry at least $8,000 under section 
(a) computed at group 1 rates, premium $92.50. 
The $2,000 worth of silks are to be insured under 
section (b) at a premium of $100 computed at 
group 4 rates, making the total premium $192.50. 

“2, The assured’s stock consists of cottons 
valued at $95,000 and silky valued at $5,000. It 
is necessary that the assured carry at least $20,- 
000 under section (a) at group i rates, premium 
$162.50 and $5,000 under section (b) at group 4 
rates, premium $250, making the total premium 
$412.50. 

“3. The assured’s stock consists of woolens 
valued at $25,000, and silks valued at $5,000. It 
is necessary that the assured carry at least 
$20,000 under section (a) at group 2 rates, pre- 
mium $240 and $5,000 under section (b) at group 
4 rates, premium $250 making the total premium 
$490.” 


Open Stock Amendment 


The Governing Committee’s recom- 
mendation that mercantile open stock 
classifications be amended was adopted. 
The amendments are as follows: 
Co-insurance Trade 


Limit Group Classification 
“+ 3 Cleaning, Dyeing, Repairing 
and Pressing Garments 
+ 3 Merchant Tailors (Men's 
and Boys’) 
ote 3 Spongers and_ Finishers 


Not silk) 

The committee’s recommendation that 
the elimination of the “fire” and “water 
or action of elements” clauses appearing 
in the messenger, paymaster and interior 
robbery policies in line with its policy 
removing restrictive clauses wherever 
possible be made, was adopted. 


Residence Clause Optional 


“The committee reported that at the 
request of a member it had considered 
the status of the Residence Policy in the 
event of the death of the assured inso- 
far as the liability of the company was 
concerned. The committee referred to 
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the following clause appearing in a mem- 
ber’s Policy: 

“No assignment of interest under this policy 
shall bind the company unless the consent of 
the company shall be endorsed hereon. If the 
death of the assured shall occur while this 
policy is in force, the written notice thereof 
shall be furnished the company within thirty 
days thereafter, the insurance hereunder during 
the unexpired portion of the policy period shall 


ontinue in force as to the property then cov 
ered by this policy, in favor of the executors 
or administrators of the assured and ‘such other 
persons as are covered under condition A, ane 
loss of damage occurring after the assured’s 
death or occurring prior thereto but not paid 
intil after the assured’s death shall be paid 
to the asured’s executors or administrators or 
to the actual owner of the lost or damaged 
property covered under condition.” 

“The committee believed that this 
clause was specific insofar as the liability 
of the company was concerned while the 
present stand: ard form of policy is silent 
on this point.’ 

It was undecided whether the mem 
bers should be permitted to incorporate 
this clause in their policies or whether 
they should be required to. It was 
finally decided that the incorporation of 
this clause into their residence policies 
be made optional. 


Deposit Box Discounts 


The Governing Committee reported 
that the laws of the State of Washington 
permitted contracts between the bank 
and individual safe deposit box renters 
to specify a limit on the bank’s legal 
liability and that in connection therewith 
the State Bankers Association of Wash- 
ington had recommended to its member 
banks a form of contract that would 
lint this liability to $100 on the con 
teats of each and every safe deposit 
box. The Governing Committee’s recom 
mendations to meet this situation were 
adopted. They are: 

“(a) That the rates for safe deposit box pol 
icies issued to banks located in the State of 
Washington and limiting the company’s liability 
to $100 on each box shall be as follows: For 
Bank Burglary, charge the regular Bank Bur 
ylary rate less discounts of 25% and 25% instead 
of 25%. For bank robbery, charge the regular 
robbery rates less discount of 60% instead of 
W% or 75%. ar okt 
“(b) That the company’s liability under each 
of the burglary and robbery coverages in any 
individual case shall be the amount obtained 
bys multiplying the number of safe deposit boxes 
by $100.’ 


Standard for Safes 


“The committee reported that at its re- 
quest the Underwriters Laboratories had 
prepared a standard for  niuninium 
burglary resistance of fireproof safes and 

cabinets so as to establish a new class 
for those safes and cabinets which are 
of superior construction as compared 
with the usual type of fireproof safe and 

cabinet. 

The committee recommended — the 
adoption by the department of the fol- 
lowing : 

‘(1) That such safes shall be insured at mer 
cantile class C rates providing they bear the fol- 
lowing label: ‘Underwriters Laboratories In- 
pected Safe Class T-20—Burglary No.——.’ 

“(2) That policies insuring such safes at mer- 
cantile safe class C rates shall bear the follow 
ing endorsement: 

“It is agreed that the safe described in the 
«hedule of the policy of which this endorsement 
forms a part bears the following label: ‘Under 
writers Laboratories Inspected Safe Class T-20 

Burglary No. 

This recommendation was adopted. 

The resolution that the Underwriters 
Laboratories be requested to establish a 
standard by which the so-called steel 
crate, rivet grip and similar constructed 
vault walls may be classified and that 
when such standard has been established, 
the Governing Committee be empowered 
to promulgate rates for vault walls 
qualifying under this standard was de- 
cided to be referred back to the com- 
mittee with instructions to devise a plan 
which will not require approval by the 
Underwriters Laboratories of this type 


of vault. 
Other Resolutions Adopted 


Many other resolutions adopted are 
the following: 


That rates for mercantile safe, burglary insur- 
ance on a safe constructed of iron, steel, with 
door locked by time or combination lock and 
have a slot through which money may be 
inserted, shall be the present Class A rates; 

That paragraph 44 appearing on page B-19 of 
the manual be amended by the elimination of 
the words, “located within the corporate limits 
of cities, having a populatoin of one million 


or more and that the following endorsement be 
adopted: 

“It is agreed that the property insured unde 
the policy of which this endorsement forms a part 
is contained within a safe deposit box rented 
by the assured and located within a burglar 
proof vault within the premises described in the 
declarations forming a part of the policy and 
that such vault has at least one steel door not 
less than 2% inches thick and also has steel 
walls at least % inch thick; or a masonry 
vault lined throughout with steel rods or rails 
imbedded in walls at least 12 inches thick; o1 
a vault of non-reinforced concrete or stone at 
least 18 eee s thick.” 

That the Committee’s ruling to the effect that 
it had advised the members of the department 
that a combination messenger and office robbery 
policy covering one messenger and one location 
might be issued at the following minimum pre 
miums: ‘Territory I, $30; Territory II, $30; 
Territory III, $20; Territory IV, $20, is adopted 

That the recommendation of the Committee 
of the adoption of a discount of 33 1-3% on 
bank burglary and robbery mercantile safe mes 
senger (not paymaster) and office robbery poli 
cies that are issued in excess of “All Loss 
Policies” or “Blanket Bonds” in the amount of 
$250,000 be adepted and the Committee in- 
structed to review the situation as respects 
excess insurance on these classes and that it be 
empowered to promulgate discounts thereon. 

That paragraph 22 on page MS-11 of the 
burglary manual be amended to read as follows: 
“For a schedule policy covering gafes at five 
or more locations (not exceeding 99), the aggre 

gate manual premium for all locations excepting 
the location requiring the largest manual pre 
mium shall be discounted 10%. The annual 
minimum premium at each location shall be the 
minimum premium specified on Pages | MS 4 and 
MS.5, subject to no further discount.’ 


Problems for Review 


Many of the resolutions that were 
suggested to remove inconsistencies in 
the present manual but that were 
referred back to the committee for re- 
view are the following: 

“That paragraph 39 appearing on page HU-15 
and paragraph 40 appearing on page HU-16 be 
eliminated and the following substituted there 
for: Policies issued for less than one yea 
must be written at the annual short rate pre- 
mium except where a policy ig to cover a single 
transfer or removal. The rate for such single 
transter or removal shall be as follows: 
“Charge 10% of the annual premium for the 
first twenty-four hours or fraction thereof and 
also charge 5% of the annual premium for each 
additional twenty-four hours or fraction thereof. 
Minimum premium $400.” 


Effective Date for Changes 
The effective date for all changes 





FOR USE WITH LIFE POLICIES 


Continental Casualty Gets Out Special 
Disability» Form for Life Agents 
Needing This Feature 


The Continental Casualty Company of 
Chicago is offering its new total dis- 
ability and double indemnity service to 
Northwestern Mutual Life and Mutual 
Benefit Life agencies. The plan is to 
issue a non-cancellable disability policy, 
form 205A and an accident policy, form 
206 in conjunction with the life insu- 
ance issued by these companies. A 
medical examination is required on the 
Continental form LA49A. This blank 
may be filled out by the mutual com- 
pany’s examiner when completing the 
life insurance examination blank. The 
fee for this examination service is $2.50 
and is paid by the company. 

The disability insurance may be for 
any amount of monthly indemnity up to 
$500 a month, subject of course to un- 
derwriting rules, but it cannot be writ- 
ten for less than $50 a month. The 
accident insurance may be written in 
amounts up to $25,000 but in no event 
is it to exceed the life insurance in con- 
junction with which it is being written. 
The disability service is offered either 
with or without the accidental death 
feature but policy 206 will not be sold 
except in conjunction with life insurance 
and disability insurance. Both policy 
205-a and policy 206 are to be sold in 
accordance with classification manual 


2111-d. 


made at the meeting was fixed as of 
January 1, 1925, for both new business 
and renewals. No policy effected prior 
to January 1, 1925, shall be cancelled 
and rewritten to take advantage of the 
new rates except at the request of the 
assured and then only when such can- 
cellation is at short rates and the policy 
is rewritten for a term of at least one 
year. No such changes are to be ef- 
rected by endorsement. 
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FEDERATION TO MEET 


National Organization Will Hold Annual 
Meeting in New York On De- 
cember Eighth 


Preparations are well under way at 
the national headquarters of the Insur 
ance Federation of America, Inc., in De 
troit, for the tenth annual meeting of 
that organization in the Hotel Astor, 
New York, Monday, December 8th. 

The affair during the day will be fol 
lowed by a get-together dinner in the 
banquet room of the hotel, which will 
be attended by delegates from state 
federations and representatives of insur 
ance Companies, comprising all branches 
of the business, who are members of the 
corporation, and guests. Representatives 
from business organizations outside of 
insurance also are expected to be pres 
ent. 

following the dinner will be held a 
business session. A tentative program 
includes reports by Charles Bellinger, 
president; William) Brosmith, chairman 
of the advisory board; William G. Curtis, 
treasurer; John T. Elutchinson, secretary, 

One of the features of the program 
will be talks by representatives from 
the Insurance Iederation of Oregon and 
the Insurance Iederation of Missouri ot 
the great campaigns conducted in those 
states, bringing about the defeat of pro 
posed state monopolistic workmen’s com 
pensation constitutional amendments. at 
the Noveniber election. 


TO FIGHT PRIVATE CONTROL 

Assemblyman Frederick L. Hacken- 
burg, Democrat, representing the 14th 
district, Manhattan, in a letter sent to 
his constituents commenting on his re- 
election said: “I expect to stay on the 
Labor and Industries Committee of the 
Assembly, in order to continue my fight 
for taking the compensation insurance 
out of the hands of private insurance 
companies, who look upon the system 
as a source of profit, and to place the 
administration of this great welfare 
agency into the hands of the State, 
where it will be administered  sclely 
for the benefit of the injured work- 
men.” 


NATIONAL SURETY DINNER 
(Continued from page 29) 
size of the first edition had been cut 
down after the original dummy had been 
made and Mr. Rathbone’s article will ap 
pear in a later edition. 


When Joyce Hit Another President 
On the Nose 

IX. H. Driggs, of Brooklyn, a veteran 
representative of the company, talked 
interestingly of the old days when com- 
petition was swifter than at present and 
there was not the esprit de corps among 
the companies which so often prevails 
now. He even told of an incident in 
his office when Mr. Joyce and the presi 
dent of another surety company got into 
an argument, Mr. Joyce was called 
liar and retorted by hitting the other 
president on the nose. Mr. Driggs said 
that this incident made a great im- 
pression on him and he thought that the 
principal reason for Mr. Joyce’s success 
was that he was a good scrapper. 

Among others who spoke were E. M. 
Treat, John A. Cochrane, Newton S. 
Stewart, president of the National List 
Co.; Francis M. Hugo, former secretary 
of state of New York; M. O. Garner, 
Joseph T. Magee, H. F. Lofgren and 
Charles B. Decker, the young manager 
and vice-president of the fraud bond 
department. 


Sings a “Pinafore” Parody 

ach paid a tribute to Mr. Joyce and 
when the latter rose to speak he ex- 
pressed his heartfelt thanks. In talking 
about success he declared that the big 
thing which made some men fail who 
otherwise qualified to succeed, was lack 
of initiative. At the windup Mr. Joyce 


arose and sang a paraphrase on a “Pina- 
fore” song, the words of which he wrote 
himself and which furnished an analogy 
to his own career. 
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“Smiling Jim’s” Smile Has a Kick 


Well “the super”—James A. Beha, head 
of the New York Insurance Departme nt 

has miffed another group of insurance 
men (this time the fire men) because of 
remarks in “a speech.” He had the life 
underwriters moving more uneasily in 
their chairs some weeks ago by telling 
with some relish how he had _ several 
executives “on the carpet.” He got the 
casualty people more or less nervous by 
intimating that if he were living in Mex- 


ico and had Mexican power he might 
“execute” some of them. 
With his smile still at work he upper- 


cut the fire men by saying he couldn't 
keep the picture of their beautiful busi 
ness palaces out of his mind when they 
were around complaining of the diffi 
culties of existence under low rates. 

This talk was made after the commis 
sioner had been to Hartford, attending 
Connecticut Insurance Day, which had 
enough pull to make even such general 
convention duckers as Louis FF. Butler 
and Richard M. Bissell come out and 
read papers. While in Hartford he was 
piloted around the town by Commission 
er Dunham, whose presence in an in 
surance office in Hartford is always im 
mediately recognized by the extra low 
salaam the door messengers make = as 
the distinguished man approaches. One 
colored messenger bruised his forehead 
by hitting his head on a desk during one 
of these welcomings—or maybe it was 
the desk which was bruised. Anyway, 
when Messrs. Beha and Dunham ar- 
rived they were greeted with the wel 
come sign everywhere and were rushed 
into divine presences. 

Ii the New York superintendent is open 
io impressions of architectural beauty 
and effective settings for office 
buildings he certainly was impressed by 
what he saw in Hartford. The insurance: 
companies can be proud of their homes 
They look the part; are just right. Some 
of them are skyscrapers; some are small 
er, but stand out by reason of their 
Bushnell Park location. A few of them 
are palaces. They are palaces in the 
sense that a palace is a comfortable and 
convenient place to live in which also 
pleases the eye. It is no more extrava- 
gant to have an artistic building than the 
other kind, and the former makes a hit 
with the town as well as the people 
working in the building. It isn’t easy to 
be artistic either, as lots of people with 
a fat pocketbook and a jazzy architect 
have found. That’s one reason why 
Fred Richardson in Philadelphia invited 
the architect of the General Accident’s 
new building to arise and be introduced 
to the guests at the General’s house 
warming lunch. 

When Mr. Beha viewed the building of 
the Hartford Fire, Hartford A. & I. and 
Hartford Livestock, while under Mr. 
Dunham’s tutelage he saw an _ eyeful. 
There’s not a city in the United States 
which would not grab that building if it 
could. It’s got a dignity and distinc- 
tion about it which are most impressive: 


stage 


at the same time are most baffling be- 
Cause «the visitor can never understand 
how so much of consequence can go 


under that roof without anv excitement 
or disturbance. The writer has been in 
some small company offices where peo 
ple have dashed back and forth, heads 
in ground, distressed looks en route from 
conference to conference. 

As for the Hartford Fire, although the 
company writing the largest amount of 
net premiums, there’s never a noise heard 
in the building except for an occasional 
shriek of anguish from one of the artistic 
young men of the advertising depart- 
ment (the large st department of the 
kind in the insurance business) when he 
secs something inartistic in the columns 
of the insurance newspapers. (The ad- 
vertising suite is soundproof so the ex 
ecutives don’t mind this divertisement.) 
Such a cry went up when Tue Eastern 
UnperwriterR resurrected the respected 


bones of Morgan G. Bulkeley and had 
his ghost paying a 1924 income tax in 
Hartford. “One of the young men in the 
department promptly communicated his 
shriek to THe EAsteERN UNDERWRITER in 
the form of a sarcastic note, asking this 
paper if it hadn’t heard that Gov. 
Bulkeley had died some time back. 

But to revert to the beginning of this 
article. The happy looking superintendent 
has now made three groups of insurance 
men unhappy, and the question is, Who 
will get the next jocular jolt in the 
jugular vein? 

The report that Mr. Beha set in an 
uproar the Blue Goose dinner in honor 
of W. E. Mallalieu on Thursday night 
by jestingly saying he didn’t care for foul 
of any color as he is a vegetarian turns 
out to be incorrect. The superintendent 
was not at the dinner. 

Ok ok 
“Glorifying” the American Indian 

The Westchester Vire did not try to 
usurp the prerogatives of Flo Ziegfeld 
in his laudable and interesting diversi- 
fication of “Glorrifying the American 
Girl” when the name of the Delaware 
Insurance Co. was selected for the run- 
ning mate of the Westchester, organ- 
ized to take over the business of the 
Delaware Underwriters. It was in their 
ininds to glorify the “Delaware Tribe of 
Good Indians,” and applying Westches- 
ter principles their aims along that line 
will be achieved. 

* Ok Ok 
Committees 

President Luning of the Convention of 
Insurance Commissioners did not name 
Smith of Wisconsin on the convention’s 
\ccident and Health committee. Smith 
has been delving into the subject of 
disability insurance, the right of a life 
company to issue disability insurance, 
etc. President Luning appointed Will 
Moore of Oregon head of’ the Accident 
and Health committee; H. P. Dunham 
of Connecticut chairman of the com- 
mittee on Reserves Other Than Life; 
R. C. Clark of Vermont chairman of the 
Social Insurance committee; Sam Mc- 
Cullouch of Pennsylvania chairman of 
the Workmen’s Compensation commit- 
tee; and A. S. Caldwell, Tennessee 
chairman of the Unauthorized Insur- 
ance committee. 

* oe Ok 


The Commissioners’ 


A Gangster’s Insurance 

Chicago newspapers say that the Chi- 
cago gangster who, after being mur- 
dered and had a funeral at which thou- 
sands of people turned out and many 
automobiles were needed to carry the 
flowers to the cemetery, carried $150,- 
000 insurance. If that be true, how did 
he get it, or having gotten it, why was 
it not canceled in view of the continual 
linking of his name with Chicago crime? 
Were the inspectors on the job at the 
time his application was filed? This 
gangster posed as a respectable citizen, 
and ran a large florists’ shop, but his 
record was known in every newspaper 
office in the town. 

* * x 


Former Insdrance Commissioner Heads 
New Surety Company 

Judge Frank H. Ellsworth, former in- 
surance commissioner of Michigan and 
at one time president of the National 
Convention of Insurance Commission- 
ers, is president of the newly formed 
Michigan Surety Company, which has 
an authorized capital of $350,000, of 
which $250,000 is paid-in. There is a 
surplus of $85,000. Judge Ellsworth was 
vice-president of the Detroit Fidelity 
& Surety. The headquarters of the 
Michigan Surety are in Lansing. Vice- 
presidents of the Michigan Surety are 
Charles H. Scully, an insurance man; 
Thomas E. Johnson, superintendent of 
public instruction; and Walter H. 


Lewis, formerly of Oklahoma City. Mr. 
Lewis was with a number of surety com- 


Georgia 


Macon, Ga. 





Surplus and Reserves as to Policy Holders $2,089,936.09 
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panies. Charles R. Crozier, secretary, is 
the former secretary of the Northern 
Indemnity. H. A. Dahlman is superin- 
tendent of agents. The company will 
operate only in Michigan. 

* ok Ok 
Ray Murphy Comes Through Gracefully 


Ray D. Murphy, second vice-president 
and associate actuary of the Equitable 
Life Assurance Society, one of the 
youngest life insurance company execu- 
tives in the country, is becoming very 
popular as a speaker on insurance gath- 
cring programs and on other occasions. 
He is a graceful and pleasing speaker 
and one of the things that has made him 
popular with the people who have the 
diffic uit job of getting up the programs 
is that he appreciates the value of team 
work among the speakers to help put 
the oceasion over. He gave a neat ex- 
hibition of this all-too-rare gift when 
he spoke last week before the New 
York Life Underwriters’ Association. 
The life insurance salesmen who go to 
these meetings are all hungry for new 
selling ideas. That’s one of the pur- 
poses of the meetings, and all over the 
room the men and women life under- 
writers can be seen jotting down the 
points the speakers make so they can 
use them in their business. After a 
good sales talk by L. A. Cerf, Jr., Mr. 
Murphy rose to discuss “The Social 
Value of Insurance.” It was evident 
that no one there appreciated more than 
Mr. Murphy the difficulty of his situa- 
tion. The life insurance people had 
just listened to a lot of practical ideas 
on selling that they wanted to keep in 
mind. Here was a speaker who hoped 
to hold their attention with a discussion 
of the social values of insurance, a sub- 
ject that they felt they knew all about 
and that seemed to lack the “cash value” 
of the talk on “selling the little program” 
by Mr. Cerf. But with the cleverness of 
an old campaigner, Mr. Murphy tied 
his talk right up with the sales talk that 
had gone before. He kept working it in 
until the two talks became one harmo- 
nious whole and what might have been 
an anti-climax in less skillful hands, be- 
came a fine closing feature for the 
affair. 

ek Ok 
When a Newspaper Errs 


Speaking of that error about the late 
Gov. Bulkeley THe EAsterN UNDERWRITER 
printed the statement in a paragraph 
of a few lines. It is curious that when 
a paper makes a mistake all the readers 
see it. More people read the Bulkeley 
contretemps than will peruse the use 
and occupancy decision on the first page 
this week. Half a dozen letters reached 
the editorial rooms about the break; not 
a letter will be received about the learned 
U & O story. 

a oak. 
Newspaper Comment on Ernest Sturm 


Without exception almost all the daily 
papers of the United States placed head- 
lines on their stories of the elevation oi 
Ernest Sturm to be chairman of the 
board of the America Fore Companies 
(American Eagle, Continental and Fi- 
delity-Phenix) by calling attention to the 
fact that he was formerly an office boy. 
The New York “Times” ran a two-col- 
umn head carrying out this idea on the 
front page, the first time that a fire in- 
surance promotion has ever appeared in 
the front page news columns of that 


paper. The particularly appealing thing 
about the Sturm election was that he was 
office boy for Henry Evans whom he 
succeeded as chairman of the board. 

Among those making comment were 
Arthur Brisbane, whose column in the 
Hearst and other papers, called “To- 
day,” is read by millions of people. He 
said, in part: 

“It is no calamity to be compelled to 
work for what you get. And, for the 
majority, an early start in life is as good 
as an early start in a race. 

In this connection it can be stated that 
a large number of insurance company 
presidents began as office boys, and some 
as office boys in the very company in 
which they are president. 

* Ok OK 

Mr. Sturm made his first public ap- 
pearance following his election as chair- 
man of the board at the Insurance So- 
ciety’s dinner, occupying a very incon- 
spicuous seat. But before the evening 
was over his presence became known and 
a long line of people came up to con 
gratulate this modest insurance official. 

x ok Ok 
An Expert Who Is an Expert 


Exceedingly few underwriters in fire 
offices could write a 1,000 word 
consecutive story about the treach 
erous and changing subject of use 
and occupancy insurance, the most 
clusive of all kinds of insurance, 
because no two men in a business can 


agree as to how much money will be 
lost every day during the time when 
their plant burns and when it. starts 


running again. Not only can't the part 
ners agree about their own plant, but 
the adjusters can’t agree with the part- 
ners or each other, and even if they did 
the general adjusters might not agree 
with the field adjusters and later the 
executive underwriters might ask the 
general adjuster, how come? In brief, 
a difficult problem like putting a row 
boat on the edge of the beach at a sum- 
mer resort and expecting to find it there 
in the morning. 

However and hotwithstanding all this, 
a government official has written in a 
government paper an opinion covering 
use and occupancy which is several 
thousand words long. It seemed “easy 
writing.’ 

There is only one man in Washington 
who could have done this—the chief ad- 
viser of the Internal Revenue Bureau. 
Any man who spends all day wrestling 
in a judiciary fashion with income tax 
super problems naturally found use and 
occupancy a cinch. His opinion may be 
right or wrong, but trust him to have an 
opinion of some kind. 





HONORS NORWICH UNION 


Simmonds & Company, 
at New Bedford, Mass., 
wich Union Indemnity Company in its 
fifth anniversary, November 12th, by 
sending a special representative to the 
home office with a present of $1,500 in 
new insurance business premiums. This 
business was obtained as the result of a 
two-day special drive by Simmonds & 
Company. 


general agents 
honored the Nor- 


JOINS STANDARD ACCIDENT 


The Standard Accident has appointed 
as special agent J. L. Cook. Mr. Cook 
was formerly with the London Guarantee 
& Accident. 
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Refutes Charges Made 
Against Bonding Group 


HIRST’S STATEMENT 


WM. H. 


Counsel Defended PRC a at Hearing 
of Stapley Motor Vehicle Com- 
mittee This Week 


Charges made against the Motor Ve- 


hicle Bonding Group that these com 
panies practiced, participated in or 


countenanced any fraud or attempted to 
were refuted 
most emphatically by William H. Hirst, 
for the Motor Vehicle Bonding 
Companies in a statement presented at 
the opening of a_ hearing the 
Stapley Motor Vehicle Committee of the 
Legislature Monday. 
Mr. Hirst stated in his remarks: 
Chapter 612 of the Laws of 1922 pro- 
vide 


exercis¢ any monopoly 


counsel 
before 


that was held last 


for indemnity bonds or insurance 


policies for taxicabs and other motor 


vehicles carrying passengers for hire 


along the public streets or highways of 
of the This law was 
extended throughout the State by 
Chapter 413 of the laws of 1924. 

The Act in that 
those engaged in the business of carry 
ing passengers for hire in any motor 
vehicle upon any public street or high- 
way of the state, shall deposit with the 
Commissioner of Motor Vehicles for 
cach motor vehicle either a personal 
bond with two sureties or a corporate 
surety bond or policy of insurance, ap- 
proved by the Commissioner of Motor 
Vehicles, in the sum of $2,500, con- 
ditioned for the payment of any judg- 
ment recovered against the owners for 
death or for injury to persons or prop- 
erty caused in the operation of said 


a city first class. 


question requires 


aan 
fanae 


"Home Office Buildings 
Accident 

Health 

Liubility 
Automobile 
Elevator 

Coal Mine 
Fidelity Bonds 


Workmen’s 
Compensation 


CASUALTY 
INSURANCE 








motor vehicle. 


Such bond or policy may 
limit liability 


in each case of $2,500 for 
bodily injuries or death and $500 for 
damage of property, and on all judg- 
ments arising out of the same transaction 
to $5,000 in the former case and $1,000 
in the latter. Such bond or policy shall 


contain a provision for a continuing 
liability. 
Law Was Public Necessity 
The Law above referred to was en- 


acted in response to public necessity and 
not brought into effect by determinate 
intention of those furnishing and _ filing 
the bond. The owner of the motor ve- 
hicle bonded has no interest in the trans- 
action except to keep down the cost of 
such compulsory indemnity. The Law 
was not enacted to protect or indemnify 
or to furnish an insurance policy for the 
owner of the motor vehicle, but to pro- 
tect and indemnify a third party, the 
public, against injury to person, or death, 
or damage to property because of reck- 
negligent or incompetent operation 
of a motor vehicle carrying passengers 
for hire. The law does not intend insur- 
ance for the owner of the motor vehicle 
but security for the public. Its enforce- 
ment not only furnishes that security 
but acts as a deterrent to reckless and 
careless driving and its consequences. 
The business of furnishing the bond 
or insurance above mentioned has at- 
tracted but a few bonding and insurance 
companies because of the great risk in- 
volved. A small number of bonding com- 
panies formed an organization to write 
bonds of the character required and are 
operating under an organization called 
the Motor Vehicle Bonding Companies. 
The purpose of this association is to fur- 
nish the bonds with the greatest facility 
at the lowest cost pursuant to the law 
in question. This business is carried on 
according to a sound method of bonding 
and insurance with scrupulous and 
punctilious regard for proper premiums 
and adequate reserves which guard 
against losses or other untoward conse- 
quences that might cheat the public out 


less, 


of the benefits of the law as well as 
prove disastrous to the Bonding Com- 
panies. 

The surety business of the Bonding 
Companies is carried on over so great a 
territory and on so large a scale and in 
such a variety of enterprises, and de- 
pendence upon their reliability and stabil- 
ity so important, that it must be op- 
erated on principle and not on hazard, 
guess nor with partiality or discrimina- 
tion as between persons. The bonds 
written and furnished through the agency 
of the Motor Vehicle Bonding Com- 
panies have all been issued pursuant to 
long established and sound rules of 
bonding and without favor to or pref- 
erence for any person or group of per- 
sons. Premiums may vary according to 
the nature of the risk, the amount of 
indemnity or collateral provided by the 
person or persons bonded. 


Refutes Charges 

Any statement or intimation that the 
Motor Vehicle. Bonding Companies either 
as an associated body or individually 
practiced, participated in or  counte- 
nanced any fraud or attempted to exer- 
cise any monopoly is utterly false and 
absolutely unfounded. The Motor Ve- 
hicle Bonding Companies deny any and 
all of the charges of irregular practices 
which have been made against them be- 
fore this committee and invite the most 
intimate and painstaking inquiry into 
their operations with the confidence that 
only legitimate and business-like meth- 
ods will be disclosed. There can be no 
monopoly insomuch as a number of com- 
panies are open for the kind of business 
mentioned, if the required premiums are 
paid; or personal bond may be filed if 
proper sureties are offered. The Motor 
Vehicle Bonding Companies by their as- 
sociation have kept down the premiums. 
Rigid enforcement of the State Motor 
Vehicle Law and of the Taxicab Bonding 
Law will tend to keep down the cost of 
the indemnity required for taxicabs and 
in that way also the premiums charged 
for the bonds. 


TO INSURE UNEMPLOYED 





Clothing Manufacturers Draft Plan; 3% 
of Payrolls Contributed by Both 
Employers and Workers 
An unemployment insurance agree- 
ment modeled after that which has been 
in force in Chicago for the past year, has 
been prepared by The New York Cloth- 
ing Manufacturers’ Exchange. There 
will be established an unemployment in- 
surance fund for the entire industry 
amounting to 3 per cent. of the total 
payrolls, 14% per cent. to be contributed 
by the manufacturers and 1% per cent. 
by the employes of all union shops, re- 
gardless of whether the manufacturer is 
an independent or a member of the ex- 
change. The fund will be administered 
by seven trustees, three of whom will 
be selected by the exchange, represent- 
ing the manufacturers, and three by the 
Amalgamated. The seventh member will 
be the Impartial Chairman of Industry, 
whose functions are the adjudication of 

disputes between capital and labor. 








The absurdity of the charges made 
against the Bonding Companies is further 
heightened when it is borne in mind that 
several officials, state, city, county and 
town, are charged with the enforcement 
of the Motor Vehicle and the Bonding 
Law and that the operations of the 
Bonding Companies are subject to the 
supervision and under the control of the 
State Superintendent of Insurance as 
to their methods, premiums and other 
transactions. 

Jf there is any irregularity it may be 
assumed that it would promptly and ef- 
fectually be corrected and stopped if it 
were brought to the attention of the 
Superintendent of Insurance. As a mat- 
ter of fact there is none. The charges 
have no basis in fact and are made 
either because of ignorance of the situa- 
tion or as a way of expressing resent- 
ment against the law by some recal- 
citrants who are seeking evasion or es- 
cape from its requirements. 
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Fall and Winter Lines 


ARYLAND Casualty policies are good day and night 
throughout the year and every business day in the 
year is a day for every line. 

wide range of casualty insurance and bonding lines to sell 
to their clients. 

This wide range gives them a large selection of lines for 
effort during periods of the year when certain 
forms of insurance deserve special attention. Weather and 
business conditions play an important part in making this 


Maryland agents have a 


Accident and Health, Automobile, Workmen’s Compen- 
Burglary, Plate Glass, 
Official and Judicial Bonds are lines particularly valuable for 


Public 


Maryland Casualty Company 
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Union Wants Unselfish 
Compensation Agents 


NOT AFTER VOLUME CHASERS 





Company Sees Bleak Outlook for That 
Division of Insurance Unless There 


Is Radical Change 





In the opinion of Edward Kory, vice- 
president of the Union Indemnity, agents 
will find company representation in work- 
men’s compensation taken away from 
them unless there is a radical change and 
less premium chasing merely to roll up 
volume, and it will be the companies 
themselves and not the state funds which 
will be wielding the axe. 

“The agent must naturally be con- 
cerned in the increasing claims cost on 
workmen’s compensation because what 
affects the company affects him. ; 

“The companies are faced with a seri- 
ous situation, and a problem in writing 
workmen’s insurance. Agents have looked 
with too much favor upon the work- 
men’s compensation line because of the 
volume of premiums. The development 
of the other casualty lines, as well as 
surety bonds, has been neglected in the 
race for compensation insurance  pre- 
miums. 

“We find that in some states many 
companies are withdrawing from the 
writing of compensation insurance. Other 
companies will soon have to follow this 
example unless the heavy loss ratio is de- 
creased. 


Responsibility of Agents 


“A company is nothing more than a 
collection of agents. The company must 
stand or fall with its agents. When the 
company does not succeed, the agent is de- 
prived of the instrument for gaining a 
livelihood. Unless the agents will take an 
unselfish view of the compensation situa- 
tion, with a full understanding of the 
present-day dangers in compensation, and 
strive, by selection. to cut out those classes 





fraught with loss dangers, and help to 
force a situation which will produce an 
increase in the rates to meet the claims 
loss, they are going to be deprived of the 
compensation insurance field. 

“You may feel that you cannot lend a 
hand toward directly solving the rating 
problem, but we say to you that it is 
within your power to avert a serious 
situation, which you yourself are facing, 
namely: The loss of income in the near 
future by converting too much of your 
attention to workmen’s compensation in- 
surance. 

“The Union Indemnity is not propos- 
ing to discontinue writing compensation 
insurance, but across the horizon is writ- 
ten in plain letters today that unless the 
situation is improved, you, Mr. Agent, 
will not be writing compensation in the 
next few years. In every state we will 
see state monopolistic funds, because the 
companies will be forced to retire from 
the line, unless there is a miraculous and 
radical change in conditions.” 





W. V. Cohen Becomes Assistant 
Secretary of National Surety 


W. V. Cohen, auditor of disburse- 
ments of the National Surety, has been 
made an assistant secretary of the com- 
pany. Mr. Cohen joined the forces of 
the National August 22, 1911. For sev- 
eral years he was cashier for the Metro- 
politan district. For the past three 
years he has been auditor of disburse- 
ments and during the contemplation of 
the erection of the National’s building 
on Albany Street was one of the three 
on the building committee. 





METROPOLITAN BRINGS SUIT 

The Metropolitan Casualty has brought 
suit for $25,000 in the Court of Common 
Appeals in Baltimore against O. A. 
Gustafson, who is charged with the theft 
of $144,561 from the William E. Hooper 
& Sons Co. The suit was brought for 
the purpose of protecting the company 
against loss on Mr. Gustafson’s bond 


underwritten by the company. 





STATE FUND AD 





What New York Outfit Has to Say in 
Its New York’s “Times” 
Publicity 
The New York State Insurance Fund, 
which has offices at 432 Fourth Avenue, 
New York, other offices being in Buffalo, 
Rochester, Syracuse and Albany, ran a 
large display ad about itself in the New 
York “Times” this week, saying that the 
Fund “has stood the test of ten years.” 

Continuing the ad read: 

The State Insurance Fund was cre- 
ated by the Legislature to give Work- 
men’s Compensation insurance at cost 
to employers. This it has done for the 
past ten years. 

«- It gives the Employer an Initial 15 

per cent. Reduction in Rates Below 

Those Charged by Every Other Car- 

rier. In addition its earnings in ex- 

cess of a reasonable surplus are re- 

turned to its Policyholders as divi- 

dends. For a number of years past 

this has amounted to another 15 per 
cent. Almost 30 per cent. has been 
saved by insuring in the State Fund. 

By Insuring in the State Fund the 
Employer is released by law from 
further liability under the Workmen’s 
Compensation Act. Its engineering 
service helps to prevent accidents. It 
includes full medical treatment for in- 
jured employes; is fair to the injured 
workman, and pays all just claims 
promptly. 

It Does an Annual Business of About 
$3,500,000 and has a Surplus Amount- 
ing to $1,868,588.68. Its Advisory Com- 
mittee of Policyholders insures correct 
business principles in its administra- 
tion. 

You can secure this low net cost on 
your workmen’s compensation insur- 
ance. 

The statement of the Indemnity Com- 
pany of North America as of September 
30, 1924, shows net premiums of $6,976,- 
015. The admitted assets totaled $9,986,- 
183. The company has a capital of $1,- 
000,000, and its statement showed a net 
surplus of $1,675,000. 


BECOME BOROUGH AGENTS 
Bischoff & Cook Appointed by North- 
western Casualty & Surety; Get 
Fireman’s Fund 


The Northwest Casualty & Surety has 
appointed Bischoff & Cook of New York 
as borough agents. This agency has 
also been appointed to represent the 
automobile department of the Fireman’s 
Fund. It already represents the Na- 
tional Union of Pittsburgh. 

Bischoff & Cook was established by 
Harry L. Bischoff and William N. Cook 
in 1916. They operated on a partnership 
basis until 1920, when Bischoff, Cook & 
Foshay, Inc., was formed. Following 
the resignation of A. Y. Foshay from 
the firm to become head of the new 
casualty and surety department of Hall 
& Henshaw the old name was dopted. 





IS POPULAR RULE PASSING 

Henry S. Ives, of the Casualty In- 
formation Clearing House, has an article 
in the current number of “American 
Co-Operative Manager,” published in 
Chicago. Its title is “How Socialism Is 
Encouraged by Thoughtless Business 
Men.” One paragraph follows: 

Quantitative government is the be- 
setting sin of this generation. The 
old qualitative theory which xcld tha: 
the government which governed least 
governed best, rapidly is being 
scrapped. In its place we have the 
theory that to be governed is the chief 
end of man. 

It always has been a tener of de- 
mocracy that the people should sup- 
port the Government. The political 
futurist of today, however, would 
have the Government support the peo- 
ple. The taxpayer in the new order is 
being forgotten except as a producer 
who cannot evade the expense of being 
ruled. The moderi idea of sover- 
cignty is autocrat and reactionary. It 
seems to hark to the “I am the State” 
of Louis XIV; the sovereignty of 
“We, the people” is passing. 
















Aceident, Automobile Liability, 
Collision. 
Burglary. 


tractors’ Liability, Credit. 


Breakage. 
Fly-wheel Breakage. 


General Liability, Golf and 
Group Accident and Sickness. 


Health, Hold-Up. 

Landlords’ Liability, Larceny. 
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This Line Renews 


N attractive feature about selling accident insurance is the fact that 85% 
of the business automatically renews. 

but once on the books it sticks. 
It requires real salesmanship to sell a man protection for his income, 
although the necessity for the same is quite obvious, because the average 
man feels he wil! escape being listed among the numerous victims of acci- 


Then again, agents find, certain accident insurance forms sell more readily 


This is because the more salable contracts possess attractive 


The long and successful underwriting experience of the London Guarantee 
& Accident Co., Ltd., is reflected in the provisions of the contracts issued 
by this company. 
especially strong appeal. 


LONDON GUARANTEE & ACCIDENT 


And “LONDON” accident insurance contracts carry an 


COMPANY, LTD. 


HEAD OFFICE: 
55 Fifth Ave., New York 


United States Manager 


It is a line that must “be sold,” 


C. M. BERGER 
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Death Beneath Hudson 
River Compensable 


NOT UNDER MARITIME LAWS 


Worker Killed in New York-New Jersey 
Vehicular Tunnel Must Seek Re- 
course in New York Courts 

An interesting case that kas been up in 
the appellate division of the New York 
State is that of a worker 
who the 

construction 
New 


ents sued his employer 


Supreme Court, 
killed in 


under 


tunnel 
New 


depend- 


was vehicular 


now between 
whose 


under the 


York and Jersey, 
mari- 
time law. The court in its decision ruled 
that the 
compensation act of the 
York, 

The suit was between Catherine 
van, as administratrix of Dennis F. 
van, and Booth & Flinn, 


under the workmen’s 
State of New 


case Came 


Sulli 
Sulli- 
Ltd. 


deceased, 


The court held that, “a workman en- 
vaged under the bed of the Hudson river 
in the construction of the New York- 
New Jersey vehicular tunnel is not work- 
ing in public navigable waters that are 
under Federal control and under the 


jurisdiction of the Federal government, 
nor is he engaged in maritime work or 
in interstate commerce, and, therefore, 
a complaint in an action to recover for 
his death which was caused by injuries 
received while he was working in the 
construction of the tunnel, must be dis 
missed and the plaintiff relegated to her 
remedy under the Workmen’s Compen 
sation Law.” 


Justice Kelly’s Opinion 


In his opinion Justice Kelly stated: 
“The plaintiff contends that the con- 
struction of the tunnel in question be 
tween the New York and New 
Jersey was carried on by the states of 
New York and New Jersey by commis- 
sions created by the Legislatures of 
those states, and that the secretary of 
war of the United States under authority 
of an act of Congress had issued a per- 
mit for the construction of the tunnel; 
that the tunnel was being constructed 
for pedestrian and vehicular traffic be- 
tween the two states and for interstate 
commerce and trade; that it was a new 
agency tor mterstate commerce between 
the said states; that the states named en- 
tered into a contract with defendant 
for the construction of part of the tun 
nel in question in the bed of and under 


states of 


the Hudson river between the bulkhead 
lines as established by the United States 
of America; that the cost of the work 


was to be borne equally by each of said 
that decedent met his death while 
working on said construction for defend 
ant between said bulkhead lines. 
“Plaintiff asserts that the construction 


states; 


of the tunnel is essentially an interstate 
project, that the place where decedent 
was injured was under Federal control 
and that neither of the states ‘could 
extend the jurisdiction of a state statute, 
i. e., the Workmen’s Compensation Act, 
to such territory; that the accident oc 
casioned by defendant’s alleged negh 
vence occurred in a caisson in the chan 
nel of the Hudson river, a navigable 
stream, and was, therefore, a maritime 
tort. 

“The respondent argues that the alle- 


gation in the complaint is that the tun- 
nel is in course of construction and is 
to be used when completed for interstate 
trade; not that it was being so used at 
the date of the accident but that it will 


be so used after construction is com- 
pleted. 
“The test, says respondent, is: ‘Was 


the employe at the time of the injury 
engaged in interstate transportation or in 
work so closely related to it as to be 
practically a part of it?’ 

“The appellant contends that the con- 
struction of the tunnel was work ‘done 
in navigable waters;’ that the place of 
the injury was under Federal control; 
that the excavation was ‘in a navigable 
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Workmen’s Compensation Insurance 
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830-836 UNION STREET 
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stream;’ that the territory was ‘under 
the jurisdiction of the Federal govern- 
ment;’ and that the decedent was ene 
gaged in ‘purely interstate work.’ 


Ownership of River Bed 


“T agree with the learned justice at 
Special Term that the plaintiff is wrong 
in each of these contentions. The land 
under the water of the Hudson river 
does not belong to the United States; it 
is not interstate territory solely under 
the jurisdiction of the Federal govern- 


ment, as claimed by plaintiff. 

“The boundary line between the two 
states of New York and New Jersey, 
from a point in the middle of Hudson 
river opposite the point on the west 
shore thereof, shall be the middle of the 
said river, of the Bay of New York, 
ot the waters between Staten Island 


and New Jersey, and of Raritan Bay, to 
the main sea, except as hereinafter other- 
wise particularly mentioned. It is pro- 
vided in article 3 of the agreement that 
the State of New York shall have ex- 
clusive jurisdiction over the waters of 
the Hudson river lying west of Man- 
hattan Island, south of Spuyten Duyvel 
creek and over the lands covered by said 
waters to the low-water mark on the 
westerly or New Jersey side thereof, sub- 
ject to the rights of the State of New 
Jersey as therein defined, to wit, the 
State'of New Jersey shall have the ex 
clusive right of property in and to the 
land under water lying west of the mid- 


dle of the river between Manhattan Is- 
land and New Jersey, and shall also 
have exclusive jurisdiction over the 
wharves, docks and improvements, on 


the shore of said state, as well as of 
vessels aground on said shore or fast- 
ened to the wharves or docks. 

“There is nothing in the agreement and 
confirmatory statutes abdicating prop- 
erty rights in favor of the United States, 
and the transaction simply amounted to 
fixing the boundries between the two 
states. 

“So I conclude that the land under the 
water of the Hudson river does not be- 
long to the Federal government. The 
Federal vovernment is granted the power 
to regulate commerce and navigation. 

“How can it be said that decedent, 
engaged in this very dangerous work 
of excavating in the land under water, 
was performing a ‘maritime’ service? 
‘Maritime’ is defined ‘1. Of, pert uning 
to, or connected with the sea or its uses; 
having physical relation to the sea: as, 
inaritime di ingers or pursuits; a maritime 
town or power. 2. Relating to or con- 
cerned with marine navigation, employ- 
ment, or interests ; as, maritime law; a 
maritime project.’ The chief anxiety of 
the tunnel builders is to keep away from 
the water. 

“T think the 


widow and children of 


WANTS ASSISTANT ACTUARY 


New York State Insurance Fund Will 
Pay $3,500 a Year; Examination 
On December 13 
The New York State Civil Service 
Commission will conduct an examination 
on December 13 to fill the 
Actuary, State 
Fund, Department of Labor. 
500 per Candidates 
had at least five years’ experience in 
statistical work with at least two years 
in workmen’s compensation insurance 
statistics and at least one in a_ super- 
vising capacity. A degree from a col- 
lege of recognized standing will be ac- 
cepted in lieu of two of the five years 
of required experience in statistical work. 
Candidates should file with their applica- 
tions any published writings of their 
own dealing with the subject of the ex- 

amination. 
Also an examinaiton for the position 
of Assistant Deputy Commissioner (Bond 


position of 

Insurance 
Salary $3,- 
must 


Assistant 


vear. have 


Division) New York City office, Bureau 
of Motor Vehicles. One immediate ap- 
pointment expected at $3,000. The duties 


include complete responsibility for the 
approval of bonds and policies required 
by law to be filed, covering all motor 
vehicles operated for hire within the 
state. A high order of executive ability 
in the direction of office procedure is es- 
sential and legal training is desirable. 





ELECT OFFICERS 


At the annual meeting of the Surety 
Underwriters Association of Philadel- 
phia, the following officers were elected: 
Edward Hoopes, Fidelity & ‘Deposit, 
president; William Rarich, Globe In- 
demnity, vice-president; Davis P. Smith, 
treasurer, and Charles W. Stockwell, 
Aetna oe & — secretary. 


TO CONSIDER COST RULES 

On November 26 the two agency com- 
mittees of the Conference on Acquisition 
and Field Supervision Costs will hold a 
joint meeting in New York to reconsider 
the recodification of the conference 
rules, business competition and proposed 
rules governing competition of other 
kinds where prizes, rewards or bonuses 
are offered. The future of the Confer- 
ence will also be discussed and General 
Manager Phillips will talk on the ques- 
tion of*the rotation of membership on 
the two agency committees. 





this unfortunate man are rele ere to the 
workmen’s compensation law, which the 
Court of Appeals and the Federal Su- 
preme Court have declared is consti- 
tutional.” 
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BOSTON 
Paid-In Capital $1,500,000 





Lk, DEVELOPING 

oe Fidelity and Surety Bonds, Liability Workmen’s 
-./° Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


————— APPRECIATE THE CO-OPERATION OF THE 


Messaibnettts Bonding ard Insurance Company 








T. J. FALVEY, President 
Write For Territory 








New Members Enrolled 
At Actuarial Meeting 


ELECTION OF OFFICERS HELD 
Richard Fondiller Re-elected Secretary- 
Treasurer of Casualty Organization; 
Ex-Presidents Were Speakers 

At ree * session of the annual 
meeting of the Casualty Actuarial So- 
ciety, a business session was held at 
which officers were elected, new members 
enrolled and reports of the committees 
made. A fine dinner was served at noon 
after which addresses were delivered by 
some of the ex-presidents of the society. 

G. EF. Michelbacher, of the National 
Bureau, was elected president; Sanford 
B. Perkins, Travelers, and R. H. Blan- 


chard, Columbia University, vice-presi- 
dent. 

Admitted as Fellows into the society 
were the following: H. T. Barber, 


Travelers; Miss A. C. Darkow, 
pendence Indemnity; H. J. 
Aetna Life, and J. Linder, assistant actu- 
ary, Hartford Accident & Indemnity. 

Those enrolled as Associates were: J. 
M. Bugbee, rating engineer, The 
ciated Companies; W. H. Kelton, 
ers; O. C. Richter, American Telephone 
& Telegraph Co.; Miss V. E. Shaw, 
Michigan Mutual Liability; N. E. Shep- 
pard, lecturer in mathematics, University 
of Toronto, Canada; Miss M. Uhl, Na- 
tional Bureau of Casualty & Surety Un- 
derwriters, and L. A. H. Warren, assist- 
ant professor of mz ta matics, University 
of Manitoba, Winnipeg, Canada. 

Richard Fondiller, of Woodward, Fon- 
diller & Ryal, consulting actuaries, New 
York, was re-elected secretary-treasurer, 
Edward R. Hardy, assistant manager of 
the New York Fire Insurance Exchange, 
was re-elected librarian. 


Inde- 


Ginsburg, 


Asso- 
Travel- 


DECREASES ITS CAPITAL 
The Manufacturers’ 
Co. of Jersey City, which issues a par- 
ticipating policy and which created quite 
a stir among New Jersey agents some 
time ago, the latter alleging that the 
Manufacturers’ Liability sent school 
children about the town to solicit insur- 


Liability Insurance 


ance for it, has decreased its capital 
stock from $650,000 to $400,000. 

The following resolution concerning 
this action was passed by the stock- 
holders, September 22, 1924: 

“Resolved: That the board of direc- 


tors of the Manufacturers’ Liability In- 
surance Company, a corporation of the 
State of New Jersey, on this 22nd day 
of July, 1924, does hereby resolve and 
declare that it is advisable that the 
capital stock of the company be de- 
creased from $650,000 to $400,000; that 
eighty thousand (80,000) shares at the 
par value of five dollars ($5.00) be issued 
and exchanged for the existing sixty- 
five thousand (65,000) shares at the par 
value of ten dollars ($10.00), the ex- 
change of shares to stockholders to be 
on a proportionate basis ‘of eighty new 
shares for each sixty-five — existing 
shares.” 

H. & A. CONFERENCE PLANS 

The 1925 Mid-Winter meeting of the 
Health & Accident Underwriters Con- 
ference will be held in St. Louis, Mo, 
some time between February 20 and 
March 15. The executive committee of 
the conference has voted to make ap- 
plication for Conference membership in 
the U. S. Chamber of Commerce and 
urges the Conference companies to join 
the Chamber as individuals. 





PUBLICITY BUREAU TO MEET 

The Workmen’s Compensation Pub- 
licity Bureau will hold its annual meet- 
ing on December 11. 





The Integrity Mutual Casualty of Chi- 
cago, is undergoing a convention exam- 
ination by representatives of the states 
of Illinois, Oklahoma and Nebraska. 


Financial statements of the concern have 
shown a depreciation in assets alone 0 
about $500,000 in the past two years. 
Last year’s loss ratio was 106.9%. 
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SIGS 


Selling Surety 


ELLING surety bonds isn’t a business for the flash-in- 
the-pan boys—but for the agent who takes time to 
study a little, plan a little, and work a lot, it is an avenue 


to revenue that adds to the activity of the Income Tax 
collector. 


Big per capita production is as easy in small towns as it 
is in big 





sasier if the agent has vision and takes 


advantage of the opportunity to develop new lines to meet 
local conditions. 


5 nesceassseassess 


Steady plugging does it-—the kind of honest, earnest, sys- 


tematic work that has built every permanent thing the 
world ever saw. 


© 


STOIC) 
we 


OAS) 


FIDELITY and DEPOSIT COMPANY 


BALTIMORE 


Fidelity and Surety Bonds 


SII) 


PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 


Baltimore, Md. IB 


If you are not already adequately represented in this fie) 
territory | will be glad to have full information regarding 1B 
an agency connection with your Company 
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ROYAL 


INSURANCE 


sIMITED 











THE RED ROYAL SHIELD ON AN 
INSURANCE POLICY [IS MORE 
~- THAN AN IDENTIFICATION MARK. 


BACKED BY SEVENTY-EIGHT YEARS 
OF SOUND UNDERWRITING, IT 
STANDS TODAY AS THE UTMOST 
IN PROTECTION AND SERVICE. 


ROYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 





ATLANTA, GA. 
Milton Dargan, Manager 
NEW YORK 
Frederick B. Kellam, Manager 


CHICAGO, ILL. 
Elwin W. Law, Manager 


BOSTON, MASS. 
Field & Cowles, Managers 


SAN FRANCISCO, CAL. 


Rolla. V. Watt, Manager 














